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Have you noticed 


the increase in 
Ornamental 


Sheet Metal Business 


URING the last year the public has 
shown a great and increasing pref- 
erence for sheet metal decorative 

architecture. 


Owners and builders have become more 
familiar with the beauty, lasting qualities 
and economy of sheet metals. 


Much statuary and spun work in copper, 
brass and zinc are being used in prefer- 
ence to stone and terra cotta and sheet 
metal contractors generally are having 
little trouble securing orders for ornamen- 
tal work whenever they have an oppor- 
tunity. 

We have been supplying Ornamental Sheet 
Metal Work to the trade for many years 
and our present stock designs are the 
most beautiful, striking and adaptable 
ever seen. 


The finest equipped sheet metal plant and 
special machinery turn out this work. 


As we employ our own modelers we are 
also able to work up special designs to 
meet your requirements. 

The excellent and easily earned profits that are made 


in handling Ornamental Sheet Metal jobs should 
cause you to desire your full share of this business. 


The quality of our work and materials can’t be beat 
our prices are low because of our large business, our 
stock large and shipments are always prompt. 


You should have our large illustrated catalog 
No. 34. Write for your copy today. 


Friedley-Voshardt Company : 


CHICAGO, ILLINOIS 
OFFICES 


: 
: 


733-737 So. Halsted Street 








I TEEEIITIT IIIT 


TOOT CEE 


mI 











espapennalsseserssssnsssssecsuunsgsnsessssesseesssetseesedtunessssseannaaanaaniinyiainaivaT TINIE 














DETITEXITININITITITITITITITITII IIIT Tm 














Architectural 
Sheet Metal 
Ornaments, 

Statues 































December 9, 1922. 


AMERICAN ARTISAN AND HARDWARE RECORD 


The Wide Awake Dealer’s Choice 











OQ AOI 








For exclusive territory rights address 


THE WISE FURNACE CO. - - AKRON, “OHIO 











“HOME COMFORT” 


THERE ARE NO BETTER 


WARM AIR HEATERS 


MECHANICAL construction in general 
means little to your prospective warm air 
heater buyers. Comfortable, economical 
heating construction is the topic that 
deeply concerns them. 


That’s where the ‘“‘Home Comfort” features 
become valuable to you. 





Your prospects can understand that steel won't 
crack—they can see that boiler-riveted joints can’t 
leak soot into the rooms and that a large radiating 
surface gives them greater volume of warm air. 

That’s why “Home Comfort” Warm Air Heaters 


have been giving comfortable heating service to | 
thousands of users for many years. 


Our latest catalog together with our 
Dealer Sales Plan wili interest you. 


We will gladly send them on re- 
quest—write today. 


ST. LOUIS HEATING CO. 


2400-06 COLEMAN ST. ST. LOUIS, MO. 
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MAKE IT OF SHEET METAL! 


Some years ago theré was considerable talk 
about an educational campaign which was to 
be conducted for the purpose of acquainting 
the general public, architects and builders 
with the many advantages of sheet metal for 
building purposes. 

The talk.never got any further than the 
talking point, although off and on there were 
times when things began to look as if it might 
develop into definite positive action. 

In the meantime, manufacturers of all sorts 
of prepared roofing, manufacturers of terra 
cotta, manufacturers of tile, manufacturers of 
slate, manufacturers of wood shingles, manu- 
facturers of copper, manufacturers of zinc— 
manufacturers of every other material used 
for roofing, except those who make tin plate 
or galvanized sheets and shingles—have con- 
ducted strong advertising campaigns popular- 
izing their particular products. 

What has been the result? 

All that could have been expected—what 
any sensible man would have expected. 

Terne plate and galvanized roofing have 
had to take a back seat for other materials. 
some of which were far inferior and but little 
less expensive, while some were much more 
expensive and but little more durable. 


There have been a few notable exceptions 
among the manufacturers of terne plate and 
galvanized roofing—either in sheet form or as 
shingles—who have been consistent in their 
efforts not only to keep up the quality, but 
also to keep the trade and the public fairly well 


informed as to the merits of their products. 

But the great majority of manufacturers 
have almost let the sheet metal roofing go by 
default. 

During the past vear we have had two very 
interesting examples of what concerted and 
co-operative individual action will do. 

We refer to the excellent campaigns con- 
ducted by the Copper and Brass Research 
Association and individual makers of sheet 
copper and zinc for roofing, gutter work and 
other building purposes. 

One large roofing manufacturer who makes 
all kinds of metal roofing material stated to 
the writer a few weeks ago that during the 
first nine months of 1922 he had bought, con- 
verted and sold for roofing, gutter and kindred 
purposes, more than three times as much sheet 
copper as he had ever done in any twelve 
months of his long business experience. 

A contractor told the writer that during the 
first ten months of 1922 he had laid more zinc 
roofs per month on an average than he had 
done before in a year—on dwelling houses. 

The copper people were hard up—like every 
when they got together and began 





one else 
boosting copper. 

The zinc people were not so flush with 
financial resources that they could afford to 
throw a lot of money to the winds. 

Still—They made a start. 

And—They are reaping big returns. 

When will the manufacturers of terne plate 
and galvanized roofing get into action? 
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Random Notes and Sketches. 


By Sidney Arnold 














C. H. Spaulding, of the Farris 
Furnace Company, took me to lunch 
the other day when he was in Chi- 
cago, and over the coffee and cigars 
told the following story: 

He had just come out of the civil 
ministry to become chaplain of the 
regiment and was determined that, 
so far as he was concerned, day by 
day in every way the Army should 
grow better. One day he came 
across a group of men on their 
knees on the parade grounds. 

“What are you doing, boys?” he 
inquired pleasantly. 


“Shootin’ craps,” answered a 
voice. 
“The idea!” exclaimed the new 


chaplain indignantly. ‘Don’t you 
know that life is as precious to the 
little craps as to anything else?” 

* ok * 

It does a fellow good to have 
two such breezy, optimistic callers 
as I did the other day, in Blair A. 
Quick and A. B. Meston, who are 
well enough known to the furnace 
and supply trade to need no further 
introduction. We swapped yarns 
until we had to call it a stalemate, 
and then talked shop. Both see ‘a 
big year ahead in 1923 with every- 
body busy in filling orders. It does 
look that way. 

* * * 

I had a letter from Jim Triggs 
the other day and that in connec- 
tion with the fact that Christmas is 
approaching reminded me of the fol- 
lowing story which those who know 
of the generous proportions of the 
president of the Majestic Company 
will appreciate : 

Dear little Johnnie’s Aunt Emma, 
a lady of most generous build, had 
come for a visit and dear little 
Johnnie had been gazing at her rapt- 
ly for some minutes. Finally he 
could stand it no longer. 

“Mamma,” he cried, “does Santa 
Claus fill everybody’s stockings ?” 

“Of course, dear,” replied his 
mother in some surprise. 


“Grown-up people’s too?” 

“Yes, dear.” 

“Well,” returned Johnnie doubt- 
fully, but as one clinging to a shred 
of hope, “I hope he gets to mine 
first.” 

x * * 

E. P. Wasson, of the Lennox 
Furnace Company, is responsible 
for the following story: 

A gentleman having business 
with a back-country farmer in- 
cuired of the farmer’s boy where 
the old man was to be found. “He’s 
out in the pig-pen doctoring a sick 
shoat,” replied the boy, and added 
as an illuminating afterthought, 
‘“Pop’s the one with a hat on.” 

ok OK ok 


John L. Palmquist, of the Utica 
Heater Company, says that compli- 
ments are all right but there are oc- 
casions when what you want to be 
a fine compliment sounds just the 


-reverse and here is an example: 


“Thank you so much for your 
song, my dear. It took me back to 
my childhood days on my father’s 
farm, and when I shut my eyes and 
listened to your singing I seemed to 
hear the dear old gate creaking in 
the wind.” 

* K * 


George W. Diener, who makes 
Torrid soldering furnaces, ash cans 
and other household articles, is not 
particularly impressed with the red 
tape that so-called efficiency experts 
call system, even though he keeps 
kis own organization pretty well 
oiled up for smooth running, and 
here is a story that he will appreci- 
ate: 

During the flu epidemic at Camp 
3owie base hospital, many of the 
doctors worked twenty hours a day. 
One rookie medico had a seventy- 
five-bed ward thrust upon him the 
first day of his army career. He 
struggled valiantly with his profes- 
sional work, but failed to realize 
that he was now a soldier. 
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He forgot the sacred morning 
reports. He forgot to make out the 
sacred mess regulations. He ex- 
asperated everybody. Finally the 
colonel hauled him to the carpet and 
demanded : 

“Why in the blankety-blank- 
blank don’t you read your army 
regulations ?” 

“Army regulations?” he ejacu- 
lated. “Good Lord, colonel, I haven’t 
even had time to read the newspa- 
pers!” 

* ok *K 

Whenever I am in Louisville I 
always drop in for a visit with 
W. H. Cloud, Secretary of the 
Southern Stove Manufacturers’ As- 
sociation, and usually we “swap” a 
couple of stories along with a glass 
or two of water cooled in one of his 
well known refrigerators. Here is 
one of his latest contributions : 

A small boy in school refused to 
take part in a sewing lesson on the 
ground that it was beneath his dig- 
nity. 

“George Washington sewed,” said 
the teacher, taking it for granted 
that every soldier has to do it at 
times. “You don’t consider your- 
self better than Washington, do 
you?” 

“T don’t know; time will tell,” 
replied the boy. 


* * * 


Frank Ederle, who keeps on the 
go looking after the interests of the 
sheet metal contractors of Michigan, 
sent me a two-page letter the other 
day and.finished up with the fol- 
lowing story which he recommended 
for the consideration of our mutual 
friends: 

Little Sambo came in crying on 
the first day of school. 

“Well, what have we here?” cried 
the teacher sympathetically. “What 
is the cause of such grief, my little 
man?” 

“Th-the bulldog in de nex’ block. 
He done run out an’ bahked at me.” 

“Well, that is no cause for tears. 
Why didn’t you ignore him? Walk 
right past him? You should have 
spurned him with contumely.” 

“Y-yassum, dat’s what Ah did— 
’ceptin’ dat Ah missed him.” 
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Western Warm Air Furnace and Supply Association 
Meeting Foresees Prosperity Era In Near Future 


Speakers See Installation Code and New Spirit 
Of Cooperation as Profitable Factors In Industry. 


N OPTIMISM §anticipating 
great prosperity in the near fu- 
ture, and a spirit of forwardness 
and cooperation marked the annu- 
al meeting of the Western Warm 
Air Furnace & Supply Association 





R. W. Menk, Retiring President and 
Director, Western Warm Air Fur- 
nace and Supply Association. 


held at the Sherman House, Chica- 
go, Wednesday, December 6, which 
was further made memorable by 
the interchange of many  worth- 
while and practical ideas and sug- 
gestions. 

The meeting was called to order 
by President R. W. Menk, who 
called upon Secretary J. H. Hussie 
to read the minutes and communi- 
cations. A letter from E. B. Lang- 
enberg of the Code Committee ex- 
pressed his regret at his inability to 
attend because of the work involved 
in the MHaynes-Langenberg plant 
changes, but assuring the Associa- 
tion that corrections in the Code 
were being taken care of. 

A communication was read from 
the U. S. Department of Commerce, 
complimenting the Association on 
its splendid progress as shown in 
the adoption of the new Installation 
Code, which had come to it as print- 


ed in AMERICAN ARTISAN AND 
HARDWARE Recorp. The communi- 
cation suggested a further step for- 
ward in the recommendation of the 
department’s plan to bring about a 
standardization and simplification in 
industry—in this instance, standard- 
izing of warm air furnace fittings— 
and this recommendation was em- 
phatically given approval in a reso- 
iution, a copy of which will be for- 
warded to Washington. 

President R. W. Menk then de- 
livered his annual address as fol- 
lows: 

Annual Address of R. W. Menk, 

President, Western Warm Air 


Furnace and Supply 
Association. 


This day marks the close of another 
year for this association. It also turns 
a new clean page upon which we are to 
record the efforts we put forth in the 
coming year. 

I am firm in my belief that the past 
efforts on the part of our members have 
done much to shape the furnace indus- 
try and that without a doubt will con- 
tinue to do so. 

The spot-light of the industry has 
been upon us almost from the start and 
without a doubt will continue to be if 
the plans and policies outlined are car- 
ried out. 

What has been done is now past his- 
tory and should urge us on to greater 
achievements. 

While we, of course, take only a small 
portion of the credit of the formation 
and adoption of the furnace Code, it is 
without a doubt the biggest piece of 
work ever put over and cannot help but 
work for the benefit of the furnace in- 
dustry, as its adoption by the three asso- 
ciations so vitally interested will make 
it a force that will cause warm air heat- 
ing systems to be installed on a credit 
rather than a debit basis. The sooner 
all concerned get behind it and push it, 
the greater results will be shown. It is 
true that some are not agreed upon all 
of the clauses but such is to be ex- 
pected and I doubt that it is possible to 
write a code that all will agree upon 
and without a doubt what faults it may 
contain will soon be brought to the sur- 
face and corrected or eliminated, but un- 
til then let us push it. 


Our advertising and educational pro- 
gram has not made the progress expect- 
ed. I am, however, sure that this com- 
ing year will show marked progress and 
another move in the right direction. 

The matter of trade relations should 
have greater efforts put behind it, which 
is also true of the feature of standardiza- 
tion where there are many possibilities 
for uplift, economy and service. 


The old saying that “in union there 
is strength” still holds good. We real- 
ize today more than ever before the 
need of organization. The power and 
ability of an association can do what 
no one man alone or even many men 
here and there, who have not organized, 
never can do. But organization requires 
effort, which is the price many are not 
willing to pay. Often times the men who 
condemn the same are those who are 
willing to do the least, and demand the 
most. 

The organization, however, does not 
need you and I one-thousandth or one 
ten-thousandth as much as we need it. 
Live, active associations develop every 
phase of an industry for the ultimate 
good of everybody, from the making of 
a product to the final delivery in the 
hands of a happy and satisfied consumer. 

The activities of this association have 
set off the alarm clock of the furnace 
industry several times and if I am not 
badly mistaken will ring the bell many 
more times in the future. 

I have tried only to touch upon the 
past and the future in a very small part, 
knowing full well that there is much 
ground to be covered today and wish to 
say in closing that it has been a pleasure 
to have served you for the past year and 
to have become better acquainted and 
especially to have learned of your ideals 
and ambitions, as nothing succeeds as 
well as when members are closely of 
one mind and are willing to give and 





R. W. Blanchard, Newly-elected Vice- 
President, Western Warm Air 
Furnace and Supply Association. 
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take when subjects have been discussed 
to the fullest extent. 

There are many fine and _ uplifting 
matters that will come up before this 
meeting today. I am sure the clock will 
be wound up good and tight and will 
run well for another year and urge you 
to get behind my successor and give him 
every assistance and encouragement you 
possibly can. 

Assuring you that my tugs are ready 
to be hitched to any job that is within 





J. H. Hussie, Re-elected Secretary, 
Western Warm Air Furnace 
and Supply Association. 


the limit of my position and ability, | 
thank you. 


Then came Secretary Hussie’s 
report for the year. As usual in 
his brief, optimistic way he referred 
to the healthy condition of the asso- 
ciation—though no new members 
were taken in during the year be- 
cause of business conditions, none 
nad been lost—and mentioning the 
splendid part the association had 
taken in “putting over” the Code. 

Treasurer Fehlig’s report showed 
the Association financially in splen- 
did condition with a nice surplus for 
the coming year. 

H. R. Sims and E. L. Jaines 
were appointed to audit the books 
of secretary and treasurer. 

One of the most instructive and 
interesting reports was that of Dr. 
John Wagner, chairman of the Pub- 
licity Committee, who laid particu- 
lar stress upon the necessity of co- 
operation. In the opinion of his 


committee, Dr. Wagner stated, a na- 
tional publicity campaign must ema- 
nate under the direction of the Na- 
ticnal Warm Air Heating and Ven- 
tilating Association with a commit- 
tee formed 


from representatives 








from the National Association, the 
Western and the Midland Club. To 
be effective and economical a nation- 
al advertising campaign must be 
conducted consistently under the 
guidance of a capable man to be em- 
ployed by the National Association. 
To write copy and handle the affairs 
of such a responsible office, this 
man must have the undivided sup- 
port of the associations and have 
freedom of action. Dr. Wagner’s 
report, as usual with all of his talks, 
was received with great enthusiasm 
and a motion made that the Public- 
ity Committee be continued. 

Dr. E. Vernon Hill gave a de- 
tailed address on heating and venti- 
lating, which he says are one and 
the same thing, and must not be 
separated. He laid stress on a hu- 
midifying attachment for the fur- 
nace as an absolute necessity. <A 
vote of thanks followed the gener- 
al discussion he evoked. 

Chairman Dodd of the Legisla- 
tive committee followed with his re- 
port, mentioning the splendid work 
of this committee which had ac- 
complished much and gone farther 
in the past two or three years than 
ever expected. He expressed his 
appreciation of the support given 
him by the members of his commit- 
tee and by the members of the As- 
sociation which had made it possible 
for him to accomplish so much. 

He showed step by step the work 
done in the preparation of the re- 
cently published Code, which had 
been adopted by the National Warm 
Air Heating and Ventilating Asso- 
ciation, The National Association 
of Sheet Metal Contractors and the 
Western Warm Air Furnace & 
Supply Association and told how 
faithfully the committees had 
worked together. 

Mr. Dodd’s report was followed 
by general discussion amongst the 
members. 

E. L. Jaines in his comment on 
the code said in his opinion, now 
that the code is an assured fact, 
it is up to the manufacturers to ed- 
ucate the heating and ventilating 
engineers, as well as the public, to 
the fact that the warm air furnace 
is just as good a system of heating 
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as steam and hot water. He said 
it is time now for the furnace man- 
ufacturer to get away from his old 
practice of spending his time tear- 
ing down other furnaces and work 
for the uplift of the trade. 

Mr. Dodd’s report was accepted 
by the Association and placed on 
record for further consideration. 
To Mr. Dodd personally the Asso- 
ciation expressed its thanks for the 
wonderful, consistent work he per- 
sonally had done in putting over the 


Code. 


After the appointment of the fol- 
lowing Nomination Committee—F. 
L. Nesbit, Dr. John Wagner and H. 
W. Symonds—the meeting recessed 
for luncheon. 

The afternoon session opened 
with a wonderfully instructive talk 
by E. B. Seitz, Secretary of the 
Washing Machine Manufacturers, 
on the work being done by his asso- 
ciation. He told how they worked 
with the dealer and how their pub- 
licity and advertising campaigns are 
prosecuted successfully. 

D. E. Cummings followed Mr. 
opened by Dr. Wagner, who start- 


- ~ 





J. B. Fehlig, Re-elected Treasurer, 
Western Warm Air Furnace 
and Supply Association. 


ed the ball rolling with another one 
of his “worth while’ talks on co- 
operation and the necessity of closer 
relations and cooperation. “You 
can use the best registers, the best 
fittings that are made, but the job 
will be spoiled if the other side does- 
n’t work with you,” he said. “You 
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Seitz. His talk, different from the 
usual run of talks, was principally 
on constructive criticism and fur- 
nished many ideas. 

R. W. Blanchard, Chairman of 
the Membership Committee, sub- 
mitted applications of Meyer Fur- 
nace & Supply Co., Milwaukee, and 
of Charles Johnson Hardware Com- 
pany of Peoria, Illinois, represent- 
ed by P. A. Johnson at meeting, who 
had dropped in at the meeting to 
“listen” and had been so impressed 
by the spirit of real work of the As- 
sociation he couldn’t help joining. 

Harry Miller of the Summit 
Stove Works, Mr. Crick of the In- 
<lependent Stove Company and C. 
H. Spaulding of the Farris Furnace 
Company, visitors, expressed their 
pleasure in being fortunate enough 
to attend this meeting and hoped 
their companies would soon become 
members. 

The Start Something Hour was 
must be awake to the greatness of 
the problem—of heating homes 
properly so as to give HEALTH, 
COMFORT AND HARMONY 





Otto F. Ahlig, Retiring Vice-President, 
Western Warm Air Furnace 
and Supply Association. 


which are what men must have to 
be real men and create a home.” 
Herbert W. Symonds in his ad- 
dress extended an urgent invitation 
to the Association to meet at St. 
Louis next June during the conven- 
tion of the National Association 
Sheet Metal Contractors. Others 
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who responded included: J. Har- 
vey Manny, Mr. Weichert, J. B. 
Fehlig, Joe Burgess, E. I. Dodd, 
Vern Parks, D. E. Cummings, E. 
L. Jaines, George Harms, C. H. 
Miiler, R. W. Blanchard, F. L. Nes- 
bit, Harry Hussie, Miss Etta Cohn, 
EK. B. Hoy and R. W. Menk. 











Dr. John P. Wagner, Newly-elected 
Director, Western Warm Air Fur- 
nace and Supply Association. 


Resolutions were passed that a 
committee be appointed to formu- 
late an instruction card to be used 
by all manufacturers; the card to 
have a footnote that it is the stand- 
ard formula adopted by the Western 
Warm Air Furnace and Supply As- 
sociation; also for a Committee to 
work on a standardized specification 
and estimate blank, and to again 
take up the matter of the rating of 
furnaces. 

A report of the nominating com- 
mittee next was made, in conform- 
ance to which the following were 
elected officers for 1923: 

President, E. L. Jaines, Minne- 
apolis. 

Vice President, R. W. Blanchard, 
Chicago. 

Sceretary, J. H. Hussie, Omaha, 
Nebraska, re-elected. 

Treasurer, J. B. Fehlig, Kansas 
City, Mo. 

Directors, R. W. Menk, Chicago, 
Tlinois, and Dr. John Wagner, Des 
Moines, Iowa. 

St. Louis, during the week of the 
National Association Sheet Metal 
convention next June, was chosen 
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as the time and place of the next 
annual meeting. 

President-elect Jaines was  wet- 
comed to the chair after which the 
new officers were introduced and 
the meeting adjourned. 


Work, Honesty and 
Enthusiasm Sell Goods. 


Frederick H. Bartlett, president 
of the Frederick H. Bartlett Com- 
pany, real estate dealers in Chicago, 
in System, says there are three 
characteristics that dominate in 
every man who has ever sold suc- 
cessfully. “The first is work,” he 
says. “Real selling is not easy. 
That ought to be self-evident; but 
time after time we have discovered 
men who pretended to be salesmen, 
who utterly failed to realize that 
selling and work are one and the 
same. 

“The second characteristic is 
honesty. It is strange to have to 
say it, but many do not realize that 
they cannot sell and keep on selling, 
unless they are strictly honest: with 
themselves, with the firm, and, 
above all, with the customer. 

“The third characteristic is more 
It is a kind of 
driving force that makes men work 
fast. As good a name for it as I 
know is enthusiasm. It is a quality 
that appeals to the emotional nature 
of buyers and inspires them to act; 
and it is very important, for five 
sales are concluded by appeals to 
the emotions where not more than 
one is concluded by an appeal to the 
reason. 


difficult to describe. 





Attention, Installers, 


Which Plan Is Better? 


Here is a problem in heat deliv- 
ery which we pass on to our readers 
for solution. The problem is put by 
M. Clague, 2238 Central street, 
Bethany, Missouri, who also sup- 
plied the illustrative sketches pro- 
duced herewith. In Mr. Clague’s 
words, the query is: 

“Enclosed find a pencil sketch of 
two ways to take off a warm air 
pipe. I claim that a warm air pipe, 
taken off a furnace as shown in 
Figure A, will give better service 
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than a warm air pipe taken off a 
furnace as shown in Sketch B. 
“You will note in both sketches 
the length of run, and the rise from 
furnace to register. Figure A has 


benefit of your business were stum- 
bled on accidentally ? 

Take the Victrola, for example. 
Some folks think Edison was trying 
to invent it and so that’s why it 


oor Angualin 




















Figure A. 


a 24-inch rise and Figure B a I2- 
inch rise. 

“This is left to you to decide 
which would give the best service. 
Also would like to know the opin- 
ion of the readers of AMERICAN 


came to be invented. Not so! 
One day he was working in his 
laboratory on some electrical device 
in which a needle was used. The 
needle accidentally pricked his fin- 
ger on a calloused spot and mo- 














Figure B. 


ARTISAN as to which would give 
the best service.” 

We hope that our installers will 
accept Mr. Clague’s challenge. And 
we hope also that whether they 
agree or differ from Mr. Clague, 
they will set forth their reasons. 





A Wonderful Discovery 
for Register Finish. 


Isn’t it so, that some of the best 
things you have found out for the 


mentarily left the impression. It at 
once started Edison to thinking how 
he could rig up a needle that sound 
would force to prick some sub- 
stance that could then be induced to 
give back or reproduce the sound 
itself. 

So he schemed up a clumsy ma- 
chine with a wax cylinder, and it 
worked. But even so, more than a 
quarter of a century went by before 
the machines reached their present 
perfection. 
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For another example, take old 
man Newton way back there, years 
and years ago. If he hadn’t been 
sitting under an apple tree and acci- 
dentally hit on the head with an 
apple, who can tell how long it 
would have been before the vitally 
important laws of gravity or falling 
bodies would have been worked out. 

Over a quarter of a century ago 
Tuttle & Bailey, the inventors and 
first makers of registers, were seek- 
ing a finish for them, that would be 
more attractive and have greater 
wearing qualitier than electroplat- 


ing. 
In the colored insert in this 
week’s AMERICAN ARTISAN AND 


Harpware Recorp they tell in a 
most interesting way how the thing 
they sought so long ago was at last 
stumbled on. A real discovery it 
was. 

Of course, if they had not been 
working for it all these years they 
wouldn’t have recognized it when 
they did stumble on it. 

Nor would they have known how 
to convert the crude thing of the 
discovery into the beautiful Tanbo 
finish. 

In addition to the Japan and usual 
electroplate effects, you can now 
have a finish to match any wood 
desired. Baseboard registers can 
now be made to exactly match the 
woodwork. Think what that means 
on your fine jobs! 

Pharaoh’s daughter discovered 
Moses in the bullrushes; and you 
know what happened to the Red Sea 
and the Children of Israel as a re- 
sult. 

Edison accidentaly discovered the 
principle upon which the phono- 
graph is based. 

“Old Man Williams,” as he is 
calied, of Tuttle & Bailey, discov- 
ered the secret that had been a quar- 
ter of a century in revealing itself 
Williams found it, but it was F. T. 
Bailey who had the vision to see 
what the discovery really held. To 
him, so we have recently found out, 
is due the credit for the develop- 
ment of Tanbo finishes. 

Ideas or discoveries are not 
worth a hoot, if not hitched up 
right. Inventions are generally dis- 
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coveries. Discoverers, however, are 
happily quite apt to be real practical 
folks like the rest of us. 

When that happens, then some- 
thing practical happens as in the 
case of Tanbo finishes. 


“Buck” Taylor Made Sales 
Manager for Premier. 

An announcement of more .than 
passing interest to the furnace trade 
is made today by the Premier Warm 
Air Heater Company of Dowagiac, 
Michigan, by the selection of If. C. 





E. C. “Buck” Taylor, Newly Named 
Sales Manager for Prem er Warm 
Air Heater Company. 


“Buck” Taylor as Manager of 
Sales. This marks another era of 
expansion for this well known 
Dowagiac concern. 

“Buck” Taylor, as he is familiarly 
known to hundreds of the furnace 
fraternity, brings to this position a 
wealth of experience. Starting in 
life as a newsboy, he has, through 
constant endeavor, raised himself 
to a high position. After leaving 
High School he was employed for 
four years by the U. S. Steel Cor- 
poration, where a valuable knowl- 
edge of the metallurgy of iron and 
steel was acquired. 

Foreseeing the great future of the 
heating industry, he severed that 
connection and went to work as a 
molder’s helper, rising in rapid suc- 
cession through the various jobs 
around a furnace plant to the po- 
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sition of foreman. Realizing the 
value of sales experience, he severed 
this connection and started some 
seven years ago as traveling sales- 
man, and today enjoys a wide ac- 
quaintance with the trade through- 
out the Middle West. 

With the exception of a few 
months spent in systematizing a 
furnace factory, Mr. Taylor” has 
been in close contact with the fur- 
nace buying public. The last few 
years Mr. Taylor has devoted his 
time to the state of Wisconsin. He 
is a member of the State Auxiliary 
to the Wisconsin Sheet Metal Con- 
tractors’ Association, of which he 
was one of the founders and charter 
members and has twice been elected 
President of that body. 


Gives Heating Suggestions 
to Save Coal Pile. 

In view of the probable coal 
shortage this winter, W. H. Dris- 
coll, in the Chicago Tribune, gives 
the following advice as to the oper- 
ation of a heating plant: 

A good draft is essential to proper 
combustion. Therefore the chimney 
should be absolutely tight and the 
smoke connection as short and 
straight as possible. A hand damper 
should be installed in the smoke 
pipe to regulate the intensity of the 
draft. ‘This should be installed in 
addition to any other mechanically 
operated dampers that may be in 
use. 

The heater base should be tight 
and closely fastened to the floor to 
prevent air leakage into the ash pit. 
All flue fire and ash pit doors should 
be filed and fitted to make tight 
joints. 

Heating surfaces should be kept 
clean and free from soot and ash 
accumulations, and the entire ash 
pit should be cleaned once a day; 
grates should be kept in good con- 
dition, so that they will shake easily 
and have no broken places for coal 
to drop through. Unburned or 
partly burned coal should not ap- 
pear in the ashes at any time. 

Steam heaters and hot water pip- 
ing should be completely covered 
with a good grade of insulation of 
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ample thickness to prevent heat 
losses. The firepot should be kept 
filled at all times. It is a mistaken 
notion to assume that a low fire ef- 
fects economy. On the contrary, 
it is wasteful and extravagant. 

Do not shake your fires too often, 
too long, or too violently, especially 
in mild weather. Regular attention 
to the fire by one member of the 
family is desirable. 

The firepot should have sufficient 
coal capacity to require attention 
not more than once in eight hours. 

Keep your house temperature 
lowered. Sixty-six degrees should 
be sufficient for comfort. If you 
are not comfortable at this temper- 
ature you are not properly clothed 
or the humidity in your house is too 
low. 

Shorten the heating season as 
much as possible. Do not start your 
heater with the first sign of cold 
weather. An open fireplace or a 
gas heater will furnish sufficient 
heat at the beginning of the cool 
season. 

Heat as few rooms as the com- 
tort of your family will permit. A 
tremendous waste is caused by the 
heating of unoccupied rooms. 

To humidify a house heated by 
a furnace, place an evaporating pan 
in the hot air chamber above the 
firepot, supply it with water from 
a tank set at the same level by the 
side of the furnace. 

If there is steam heat, use the 
steam from the coils to humidify. 
Watch the water in the boiler. A 
few electric fans properly placed 
will greatly facilitate heating. On 
occasions a fan placed at the open- 
ing of a register or in the air duct 
solves a heating problem. 

Fans to move the heat away from 
the ceiling and toward the floor are 
helpful. 





Contracts for more than $150,- 
000 worth of ventilating equipment 
for public schools have been booked 
within the past month by the Carl- 
son Bros. Sheet Metal Co., Supe- 
rior, Wis., necessitating the enlarge- 
ment of the works. A $40,000 con- 
tract is from Altoona, Pa. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


Hanging Ducts Continued. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louis, 
Written especially for 
Artisan and Hardware 


Missouri. 
American 
Record. 


In figure I we show how small 
ducts may be hung to a concrete 


enables raising or lowering the duct 
to suit. Other times they can be 
arranged as in figure 3, where they 
are expansion bolted direct to the 
beam. Still at other times long rods 
are threaded and run _ directly 
through the floors to support wide 
ducts or several run of ducts. These 
angles are anchored to the floor 


such floors, and on small ducts as in 
figure 4, toggle bolts as at A are 
used. These are very serviceable 
for such work as they can be in- 
serted in drilled holes, after which 
the wings will expand and enable 
tightening up. But for heavy ducts 
it is better to run a long bolt through 
the floor and anchor with a plate at 
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beam by clamping a band around 
the duct and attaching to the beam 
by means of expansion bolts. This 
is done at intervals of every 4 feet 
or so, at least there are 2 hangers to 
an 8-foot length. Then at figure 2 
we show how hangers are einbedded 
in the concrete before setting. Then 
by means of additional straps, bent 
or twisted to suit conditions, several 
holes can be punched along which 


Patterns For Hanging Ducts. 


with extra long threads on the bot- 
tom, are attached to angle irons laid 
underneath the ducts. Then these 
rods can be screwed up, thereby 
raising or lowering the work as re- 
quired to make it perfectly level 
and straight. | 

In modern buildings where tile 
construction is used in the floors, 
these tiles are generally wedged, 
shaped and concreted in place. For 


the top, since that will make it 
safer and there is no liability of the 
tile pulling through as would be the 
case with a toggle bolt. 

Sometimes with extra wide ducts, 
a construction feature as in figure 5 
is used. An angle is bolted to the 
top of duct at intervals, and hung 
over the flange of the I-beam, 
where considerable vibration would 
be met with, a bolt would be set. To 
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prevent the bottom of duct from 
sagging or buckling, an angle is 
also stretched across and either 
angle iron sides or rods are pro- 
vided for supports. Vertical ducts 
on stacks are often joined together 
as at B and hooks for I-beams may 
be made as at figure 7. Many of 
these details must of course be ad- 
justed to what a workman has to 
meet with. At times it is conven- 
ient to make joints as in figure 8 
at certain places but even at that, 
certain slip joints are often de- 
signed to overcome this cumber- 
some joint. 





New Sheet Metal Book 
Features Home Instruction. 


Always instructive and useful are 
the books put out by William Neu- 
secker, and his latest, just off the 
press, “Home Instruction for Sheet 
Metal Workers,” edited by Frank 
X. Morio, is no exception, and will 
find a needed place in the work done 
by any live sheet metal man. 


Practical in every detail, the book 
is really a series of illustrated in- 
structions on architectural sheet 
metal work. It begins at the begin- 
ning and gives detailed instructions 
on cutting, forming, soldering, pre- 
paring full sized details from archi- 
tects’ blue prints, developing the 
patterns, laying out the work on 
sheet metal, forming and bending 
on the brake, and putting the work 
together when completed. 


But perhaps the most unique 
feature of this work is a supple- 
mentary cover containing 14 large 
charts, giving full detailed draw- 
ings of many of the designs dis- 
cussed in the book itself. From 
these working drawings can easily 
he developed, while the book itself 
eves full instructions for laying the 
~vork onto the sheet metal. 


Some of the most important chap- 
ters of the book deal with lourves 
—stationary and movable—turrets, 
sash work, gearing and ornamental 
window caps. The subject of sky- 
lights is also well covered and in- 
cludes flat, hipped and pitched. In- 
deed every subject taken up is dealt 
with in a complete and masterly 
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fashion, so that it would not be diffi- 
cult for even an apprentice to work 
out the problems with success. 

The scope of the book, for the 
price, which is $5.00, is unusual, and 
we predict for it much popularity. 
It can be had through the Book De- 
partment of AMERICAN ARTISAN 
AND HARDWARE RECORD. 





Writes for Pattern 
for Smoke-Stack. 


AMERICAN ARTISAN 
HarDWARE Recorp is in receipt of 
the following self-explanatory in- 
quiry: 

I am mailing herewith a sketch of 
outline for a smoke stack, and was 


AND 








wondering if you could get me pat- 
terns of that kind, or tell me where 


I could obtain such patterns. | 
wanted patterns for three different 
sizes, viz., 7 inch, 8 inch and 10 
inch. 
Yours very truly, 
Macnus C, CHRISTENSEN. 
Hemingford, Neb. 
December 4, 1922. 





Michigan Sheet Metal Men 
to Hold Important Meeting. 


AMERICAN ARTISAN AND Harp- 
WARE REcorD is in receipt of the 
following notice from F. E. Ederle, 
secretary of the Michigan Sheet 
Metal Contractors’ Association: 


The December meeting of our 
Trade Extension Board will be held 
in Detroit on Tuesday, December 
12th, in the assembly room of the 
Detroit Associated Building Em- 
ployers, 2002 Real Estate Exchange 
Building. Morning session will be 
called at 10 a. m. Several important 
matters will be discussed at this 
meeting. 

The morning session will be de- 
voted to a discussion of a proper 
financing for furnace dealers who 
are selling heating plants on a time 
payment plan. Representatives from 
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all Michigan furnace manufacturers 
have been requested to attend. From 
the ideas given at this meeting it is 
hoped to form some kind of a 
financing company to better meet 
the competition offered by direct 
installers. 

In the afternoon a representative 
of the National Slate Association 
will be present to explain the pro- 
posed program to be adopted by 
this organization to increase the use 
of slate roofing. This should make 
a very interesting topic as our 
board is very willing to do anything 
which will promote the use of bet- 
ter roofing materials and no doubt 
will take some action to co-operate 
with the slate organization. 

Michigan Standard will come in 
for its share of discussion. This 
being especially true of the elbow 
and mitre proposition. Manufactur- 
ers of both will attend to ask that 
their product be accepted as the 
standard of Michigan. 

Truly yours, 
F, E, Eperve. 





Sheet Metal Locals to 
Study Budgeting This Month. 


“Budgeting the Overhead Ex- 
pense” is the theme suggested for 
study by sheet metal locals, accord- 
ing to a copy of the outline of points 
for description just received from 
Secretary E. L. Seabrook, National 
Association Sheet Metal Contrac- 
tors. The outline follows: 

Points for Discussion. 

The membership is asked to discuss 
at the December meetings overhead 
expense, its probable amount for 1922, 
its application to 1923 business volume; 
and budgeting the same. 

Note: The term “business volume” 
must not be taken as advocating a basis 
for applying overhead expense in esti- 
mating, but for bookkeeping pufposes. 

Will the overhead expense and busi- 
ness volume for 1923 be the same as 
1922? 

Can the 1922 overhead and its ratio to 
business volume of that year be fairly 
applied to 1923? 

Is either of these liable to change? 
What has been your experience in this 
respect from year to year? If either 
change, will it not affect the ratio of 
overhead to business volume? 

Is once a year frequent enough to 
compute the overhead? 

Should not the amount expended for 
overhead be charged into the cost of 
the current volume of business and the 
overhead expense account closed, the 
same as other accounts are closed? 

Budgeting. 

A number of sheet metal firms are 
estimating or budgeting their overhead 
expense at the beginning of the month. 
At the end of the month the amount 
actually expended is charged to the cost 
of the current volume of business. This 
practice is becoming more and more 
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common in other lines of industry, al- 
lowance being made for seasonable dull 
and busy months in computing the 
budget. 


Tying in the Overhead. 
In good contract cost accounting all 


material and productive labor, etc., are 
accounted for, charged against certain 
contracts. If the budget shows, say, 
$1,500 expended a month for overhead, 
why should not every dollar of this be 
charged to the current contracts or 
business of the month? 
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If the overhead is budgeted every 
month, would it not show the exact 
amount spent during that period? If 
spent, should not every penny of it be 
charged to current contracts, the same 
as the amount of productive labor for 
the month and the account closed ? 


Use of Job Ticket on Sheet Metal Work Explained 


By Accounting Expert in First Lesson of Series. 


Form Gives Up-to-Minute Cost of Job, Stops 
Leaks and Is Protection For and From Customer. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by George R. Doyle, Evansville, Indiana.* 


HE forms to be used in the 

system of accounting to be de- 
scribed in these articles will be: a 
job ticket, sales record and cash 
journal, These are the forms to be 
used from day to day in making 
entries. A ledger and monthly trial 
balance sheet will also be part of 
the system. 

In the natural course of events, a 
description of a bookkeeping sys- 
tem should logically start with the 
book in which the opening entry is 
to be made. This would be the cash 
journal. Since, however, the job 
ticket is used and referred to most 
frequently and since a correct form 
and proper use of this record is 
absolutely essential to successful 
accounting, we will begin with it. 

Every reader is urged to study 
the illustration herewith very care- 
fully. It is the original of the job 
ticket. When it is first made out, a 
sheet of carbon paper is used and 
the duplicate copy is torn out of the 
pad and given to the workman. The 
upper half of this duplicate is the 
same as the original, here illustrated. 
The lower half differs because only 
the office requires information re- 
garding costs. The reverse side of 
both original and duplicate are ex- 
actly the same. (An illustration of 
the duplicate will appear in the next 
installment. ) 

In studying the form, herewith, 
you will note that space is provided 
at the top for all the information 
concerning the job. Sufficient room 
is given to fully describe the work 





*Copyright by George R. Doyle, 
Evansville, Indiana. 





With this article, AMERICAN 
ARTISAN AND HARDWARE 
Recorp begins the first of the 
special series prepared by 
George R. Doyle, formerly in 
charge of the Accounting 
Service Department of the 
National Trade Extension Bu- 
reau of the heating and plumb- 
ing industries, on accounting 
and costs in the sheet metal 
industry. The articles are pre- 
pared by an undisputed ex- 
pert; they are easy and simple 
to understand. It is our belief 
that their study and the ap- 
plication of the lessons learned 
will not only turn loss to profit 
on many a job, but by fixing 
the actual costs to the satisfac- 
tion of the customer also, will 
do much to build up the busi- 
ness of the sheet metal man. 











to be done on jobbing or repair 
work. It is strongly advised that 
the contractor make proper use of 


this and give the workman all infor- . 


mation that he has regarding the 
job in writing. This leaves no 
chance for “alibis’’ from journey- 
men for their mistakes by saying 
they did not receive proper instruc- 
tions. 

The figures across the _ sheet 
under “Mark Time Starting and 
Finishing” are to be used on small 
job work to indicate the time the 
job was started and completed. 
They are for the protection of the 
contractor in arguments made by 
the customer as to the amount of 
time charged. The time “starting” 
is marked in the office when the 
order is given out. The time “fin- 
ishing” is marked on the duplicate 
by the journeyman and turned into 
the office. It is then marked on the 
original. 

Note the three columns at the left, 
“Taken,” ‘“Ret.,” “Used.” When 
the order is made out, such material 
as is to be sent out to start the job 
is entered on both original and du- 
plicate by using the carbon sheet 
The quantities are put in the 
“Taken” column. When any addi- 
tional material is sent out it is like- 


MATERIAL AND RETURN LIST 








QUANTITY 


Taken | Ret. | Used 





ITEMS 


Cost SELL 















































Reverse Side of Original Job Ticket. 
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wise recorded on this sheet but not 
on the duplicate because that has 
gone to the workman. All material 
returned, either during the time the 
job is being done or when it is com- 
pleted, is entered in the “Ret.” 
column opposite the respective 
amounts in the “Taken” column. 
When the job is finished the differ- 
ences on each item are extended into 
the “Used” column. This saves 
pricing material not used. 

In the lower right-hand section 
under “Labor” is entered the time 
to be charged to the job. This in- 
formation is to be obtained from 


the daily Time Card turned in by 
each journeyman. Each column 
headed “Hrs.” is for one man and 
each line for one day. Space is pro- 
vided for six men, If more than 
that number are engaged, journey- 
man and helper can be figured to- 
gether at the combined rate. 

The remaining lower section is 
the most important part of this 
form. By using it properly you 
will be able to know at all times 
how much money you have in the 
job and be able to tell, when the job 
is finished, whether or not it has 
made you a profit. The first column 


JOB No. 
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“Cost on this Sheet” is to be used 
for small jobs and for amounts cov- 
ering the first job ticket on contracts 
that require more than one job 
ticket. The other two columns are 
for use on contracts that require 
more than one job ticket. The use 
of these columns begins with the 
second job ticket on the contract. 

In the column “Previous Cost 
Charged” the figures from the first 
job ticket are carried forward, ex- 
actly as they appear on that ticket 
as to “Material,” “Labor,” etc. 
When the costs on this second 
ticket have been entered in the col- 
umn “Cost on this Sheet” the fig- 
ures opposite each item, beginning 


Name Charge to 
Where to collect 
Ordered 





with “Material,” in both columns, 
are added together and the total 








Oate MARK TIME STARTING AND FINISHING 


Starting 


15-30-45 | 15-30-45 | 15-30-45 1 15.30.45 [153045 | 15-30-45 [15-30-45 [15-30-45 | 15.30.45 | 15-30-45] 15.30.45 | 15-30-45 


7 8 9 10 11 12 


ITEMS 


COST RECAP. 


Previous Cost 
Cost on this Sheet 


Material 


Labor 


Work 


Total 


Original of Job Ticket. 





cost SELL 
@ Amount 


CONTRACT COST 


Total Cost to 


It Is Retained in Office While Workman on Job 


Takes Duplicate. 


extended into the column “Total 
Cost to Date.” By this means you 
are able to tell how much material, 
labor, overhead and other items 
have gone into your contracts up to 
any given point. The column “To- 
tal Cost to Date” will tell what the 
amount is up to the present job 
ticket and by adding to them the fig- 
ures on that ticket you have the 
total right up to the minute. 

The most important thing in this 
business is to know the cost of each 
job. Not only the total cost but 
the cost of each item; material, la- 
bor, overhead and other items. This 
job ticket provides spaces in which 
to keep these costs and to accumu- 
late them as the job goes along. 

It has been the practice of most 
contractors to enter all material sent 
out, in a day book showing to whom 
it was delivered. This pad of job 
tickets is your day book. It has a 
separate page for each job and space 
is provided in which to determine 
the result when the job is finished. 
These job tickets are to be wire- 
stitched together and numbered 
consecutively just like a bound 
book. There will be no dispute if 
it is necessary to go into court with 
them as evidence because there is 
no chance to add to or take from 
the original record without evidence 
of it. 

In a following installment a job 
will be illustrated, fully worked on 
this Form. It would be an excellent 
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idea for every contractor to work 
cut one of his own jobs on the illus- 
tration herewith in order to better 
acquaint himself with the advan- 
tages of this sheet. 

The job ticket is the original 
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entry on all sales transactions. It 
is the foundation of the accounting 
system. It must be so arranged 
that it will furnish the information 
desired when the books are closed 
at the end of the year or month. 


RECORD 


December 9, 1922. 


Unless this is done it is impossible 
to accomplish these result. An ac- 
counting system is just like any 
building; the foundation must be 
built to give proper results in the 
finished structure. 


What Repair Man Needs to Know About the 


Automobile Radiator. 


E. E. Zideck Explains What It Is, 
What It Does and How It Works. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by E. E. Zideck, Chicago. 


LESSON I. 
HE student is requested to 
study each separate statement 
of fact as contained under a, b, c, 
d, and so on, separately. Each par- 
agraph is to be memorized and im- 
mediately answered. Do not pro- 


ceed to read the next paragraph, un- 


less you can answer the questions 
asked in the first one. Turn over 
and over each statement and ques- 
tion in your mind. Ask yourself 
the questions in a changed form. 
Answer each in as many ways as 
you can think of. Only when you 
are perfectly sure of being able to 
answer any of the questions asked 
in the first paragraph at any time 
afterwards without having to turn 
back to the paragraph, are you to 
proceed to the next one and repeat 
the procedure. 

(a) The radiator derives its name 
from what it does; from the name 
of the service it performs. Its func- 
tion is to radiate into the air the 
heat produced by the engine. In 
other words, the radiator radiates, 
or imparts, carries, into the air heat 
produced by the engine working; 
hence its name, radiator. 

Questions. 

1. Why is a radiator called so? 

2. From what verb does it take 
its name? 

3. What does it mean to radiate ? 

4. What does a radiator do? 

5. What service does it per- 
form? 

6. What is its function? 

7. What does the radiator carry 
away from the engine? 


8. What does it impart to the 
air? 

g. Where is produced that 
which the radiator carries into the 
air? 

10. By what is it produced and 
under what circumstance? 

(b) The radiator cools the engine 
by carrying away from it the sur- 
plus heat it produces while work- 
ing. 

There are other kinds of radia- 
tors; those, for instance, which are 
employed in buildings to heat the 
rooms. Both kinds, however, radi- 
ate heat into the air. The kind we 
are concerned with radiate heat into 
the air, because it is not wanted in 
the engine which produces it. Hence, 
it lessens the heat quantity in the 
engine and keeps it sufficiently cool 
for operation. The other kind of 
radiators carry heat into the air 
contained in the rooms to make 
them warm. 

Questions. 

1. What kind of radiator are we 
concerned with here? 

2. What does our kind of radi- 
ator do? 

3. What other kinds are there? 

4. What do they do? 

5. Does our kind of radiator 
heat or cool? 

6. What does it heat? 
does it cool? 

7. In what are both kinds alike? 

8. What distinguishes our kind 
of radiator from the other kind? 

9. Which radiator does the heat- 
ing? 

10. Which the cooling? 


What 


(c) The radiator with which we 
are concerned is employed in con- 
nection with internal combustion 
engines furnishing motive power 
to autombiles, trucks, tractors, 
aeroplanes and all other vehicles and 
contrivances propelled or moved by 
engines which, while working, pro- 
duce too much heat for their satis- 
factory operation, and this excess 
heat must be carried away if they 
continue working. ; 

Questions. 

1. With what radiator are we 
concerned ? 

2. What does it do? 

3. Where is it employed ? 

4. Why is it employed to do 
what it does? 

5. In connection with what en- 
gines are radiators employed ? 

6. What do the engines do? 

7. What part of that which an 
engine does is undone by the radia- 
tor? 

8. Why is it necessary that a 
radiator undo a part of that which 
an engine does? 

g. In what relation is an engine 
to an automobile and in what rela- 
tion a radiator to an engine? 

10. Do all automobiles have rad- 
iators ? 

11. If so, which? If not, why 
net? 

(d) Over ninety per cent of all? 
automobiles, trucks, tractors, aero- 
planes and similar vehicles in use 
are propelled by internal combus- 
tion engines which are cooled by the 
water circulation method. 


Engines have water jackets 
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around them with openings on top 

and bottom through which water 

passes between engine and radiator. 
Questions. 

1. Which method of cooling the 
engine of an automobile, truck, trac- 
tor or aeroplane is mostly adhered 
to? 

2. Is there any water in the en- 
gine? 

3. Is there any water in any 
part adherent to the engine? 

4. How is that part called which, 
in an engine, contains water? 

5. Does water enter the engine 
proper? 

6. What does it enter when leav- 
ing engine? 

7. How does water enter into 
any of the parts of the engine? 

8. What does water do in or out 
of the engine? 

9. Through what does 
pass upon leaving engine? 

10. Through what does it come 
to the engine? 


water 


(Lesson 2 next week.) 





Novel Clock Gives Daily 
State of Business. 


Included among twenty-five forms 
presented in a treatise on budgeting 
as a means of business control, is- 
sued by the Fabricated Production 
Department of the Chamber of 
Commerce of the United States, is 
2 novel clock arrangement by which 
the small manufacturer can tell at 
2 glance the daily state of his busi- 
ness. 

Clocks, or dials, are devised for 
each of the principal activities of 
the business. Each clock has two 
hands, a red one, pointed at the 
budget allowance, which remains 
stationary for the entire month, and 
a black hand, which is daily set at 
the amount of money spent by each 
department. The dials can be ar- 
ranged so that they can be conven- 
iently contained in a flat box 2” 
deep, 24” wide and 50” long, de- 
signed for hanging on the wall. 

The idea was conceived and put 
into operation by a manufacturer of 
optical goods, who found that his 
organization could be conveniently 
divided into the following five 
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groups: Material, Factory, Admin- 
istration, Sales and Advertising. 
The five executives at the head of 
these departments are placed into a 
-usiness of their own and are told 
what the results of their next 
month’s activities should be, to- 
gether with the amount of money 
they may spend to produce these 
results. The Sales Manager is told 
how much in orders he is expected 
to get to keep the factory running; 
the l‘actory Superintendent, how 
much goods he must get out and 
how much accounts receivable he 
must create to provide the funds 
necessary in the following month; 
the Purchasing Agent, how much 
material is necessary to keep a well 
balanced inventory and to take care 
of the plans of the Sales Depart- 
ment; the Advertising Department 
and Administration, how much 
money they may spend in carrying 
out these plans. 





How Many of These 
Men Can You Name? 


Back in 1890— 

The world’s most famous auto- 
mobile manufacturer was working 
in a bicycle shop. 

A millionaire hotel owner was 
hopping bells. 

America’s steel king was stok- 
ing a blast furnace. 

An international banker was fir- 
ing a locomotive. 

A President of the United States 
was running a printing press. 

A great merchant was carrying a 
pack on his back. 








Notes and Queries j 














Address of Superior Stove Works. 


From H. F. Schoppe and Sons, Jeffer- 
son, Iowa. 


Will you kindly inform me where 
the Superior Stove Works are lo- 
cated, as we desire to buy a long 
cross center for No. 87 Charm 
Laundry Stove from them. 

Ans.—This concern was located 
in Chicago, but is now out of busi- 
ness. However, you can buy the 
long cross center for No. 87 Charm 
laundry stove from the Northwest- 
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ern Stove Repair Company, 20 West 
Lake Street, Chicago, Illinois. 


“Hummer” Warm Air Furnace. 


From C. R. Oberholtzer, 509 West 
Maumee Street, Angola, Indiana. 


I should like to know who manu- 
factures the “Hummer” warm air 
furnace. 

Ans.—R. J. Schwab and Sons 
Company, Milwaukee, Wisconsin. 

“Packham” Stove Pipe Crimper. 


From V. Flenniken and Company, 
Alexander City, Alabama. 


Please advise us who makes the 
“Packham” stove pipe crimper. 

Ans.—Packham Crimper Com- 
pany, Mechanicsburg, Ohio. 


Wet Bulb Thermometer. 


From Blockie Furnace and Supply 
Company, 18 North Lee Street, Ok- 
lahoma City, Oklahoma. 


Where can we purchase a_ wet 
bulb thermometer for use in testing 
humidity ? 

Ans.—Taylor Instrument Com- 
panies, Frisco Building, St. Louis, 
Missouri. 


“National” Ranges. 


From Fitzgerald Hardware, Madison, 
South Dakota. 


Please inform us who makes the 
“National” ranges. 

Ans.—Excelsior Stove and Man- 
ufacturing Company, Quincy, IIli- 
nois. 


Address of Brantford Cutlery Com- 
pany. 
From Young Hardware 
Bellevue, Iowa. 
Can you give us the address of 


the Brantford Cutlery Company. 
Ans.—Brantford, Pennsylvania. 


Cement Coated Nails. 


From Reckmeyer Hardware 
pany, Arlington, Nebraska. 
Where can we buy cement coated 


nails for 34 inch flooring ? 


Company, 


Com- 


Ans.—Wilson Steel Products 
Company, West 49th Street and 
South Western Avenue, Chicago, 


Illinois. 
“Pullman” Ventilator. 


From Vertical Ventilator Company, 
Fl Paso, Illinois. 
Please advise us where the “Pull- 


man” ventilator is made. 

Ans.—It is made at York, Penn- 
sylvania, by the Pullman Ventilat- 
ing and Manufacturing Company. 


Address of E. Miller Company. 


From L. T. Peterson, Court and Cen- 
ter Streets, Denison, Iowa. 
Can you tell me where E. Miller 


Company, makers of lamp burners 
for hog waterers, are located? 
Ans.—Meriden, Connecticut. 
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Summary of Tests by British Heating Engineers on 
Efficiency of Ranges Contains Much Useful Information. 


Manufacturers as Well as Retailers of Kitchen Ranges Will 
Find Helpful Suggestions by Careful Study of This Summary. 


(This is the second of a series of 
articles on this subject.) 

HE efficiency observed in the 

experiments under series (1) 
was the ratio between the work 
done and the amount of heat in the 
fuel consumed. The fuel was burnt 
on an artificial system to secure as 
far as possible constant thermal con- 
ditions in the plant itself, the “work 
done” being also reckoned on a sim- 
ilarly arbitrary and artificial basis, 
e. g., the heat communicated to cer- 
tain vessels of specified size under 
certain arbitrary conditions which 
were made to resemble as nearly as 
possible the actual conditions pre- 
vailing when the appliance is used 
in practice, 

The efficiency of the hot-water 
supply was calculated as the ratio 
between the heat communicated to 
the water and that in the fuel con- 
sumed. All these were observed at 
several rates of fuel consumption. 

In each case, the plant tested con- 
sisted of several different functions 
or parts of a range combined in one 
appliance. For the purposes of the 
test, it was necessary to assume that 
each such function was a separate 
appliance. It was assumed, for in- 
stance, that during the hot-water 
supply tests the range was required 
for no other purpose than that of 
hot-water supply. All the heat es- 
caping into the other parts of the 
apparatus was regarded as lost for 
the purpose of this experiment. 

Similar observations were made 
in respect of each separate function. 
The total gross efficiency of the en- 
tire plant was taken to be the sum 
of the separate efficiencies taken 
when the appliance was used in one 
particular manner corresponding as 
nearly as possible to practical con- 
ditions. 

Description of Plant Used.—The 
experimental plant is described in 
detail in the report, accompanied by 


diagrams. Each range was so erect- 
ed that any rate of draught could be 
exactly maintained by artificial 
means. Instruments were designed 
and constructed for observing the 
various quantities dealt with, such 
as the quantity of coal burnt and 
ashes produced, the intensity of the 
draught, the quantity of flue gas, the 
chemical analysis of the same, the 
quantity of hot water produced, the 
“temperature” or rate of transmis- 
sion to vessels placed in the oven, 
the heat communicated to the sep- 
arate hot water supply, and to ves- 
sels placed on the hot plate, and the 
like. 

Each delivery of fuel was tested 
in the calorimeter. 

Subsidiary Investigation —It was 
necessary, in order to obtain a sound 
basis for the experimental results, to 
make preliminary investigations of 
certain highly technical questions 
bearing on the efficiency. For in- 
stance, what difference in effect is 
produced when the same rate of 
combustion is maintained at differ- 
ent rates of draught, and corre- 
sponding differences in thickness of 
fire and quality of fuel. These and 
similar questions were investigated 
both in regard to the oven transmis- 
sion and to the hot water supply. 

Correctness of Observations.— 
Questions of correctness of the ob- 
servations owing to ancillary losses 
were also the subject of investiga- 
tion. 

Oven Temperature—An impor- 
tant question was also investigated 
of the extent to which the oven tem- 
perature as observed by a thermom- 
eter as thermo-junction is a measure 
of the rate of heat transmission to a 
vessel placed in the oven. There 
was found to be very small corre- 
spondence between these two func- 
tions. The oven temperature is 
shown to be a function of very un- 
certain significance. 


Differences of Oven Temperature. 
—An important and very difficult 
practical question also arose in rela- 
tion to the difference of apparent 
temperature in the upper and lower 
parts of the oven due to radiant 
heat. Q 
Apparatus of Different Size — 
One difficult question having an im- 
portant bearing on the result was 
how to deal with apparatus having 
ovens of different size. After con- 
siderable investigation it was found 
that in two apparatus of the same 
design but of different size, the con- 
sumption of fuel for equal effect 
varied in proportion to the surface 
area of the flues surrounding the 
oven on the one hand, and the sur- 
face area of the hot plate and the 
surface of the hot-water supply boil- 
er on the other, and that two such 
appliances could be reduced to a 
common denominator by estimating 
the fuel consumption per square foot 
of such surfaces. This was done in 
all cases. It introduces great com- 
plication of calculation. 


It was shown by experiment that 
the rate of heat transmission to ves- 
sels of different size placed in the 
same oven varied as the superficial 
area of such vessel for small sur- 
faces only ; in other words, that both 
the consumption and the transmis- 
sion varies as the square of any one 
linear dimension. For larger ves- 
sel surfaces the rate of transmission 
per square foot of surface decreases 
as the surface of the vessel in- 
creases. This question was investi- 
gated experimentally. 

Open and Closed Fires.—A series 
of experiments was made in order 
to determine the relative economy of 
open ranges of the type known as 
“Yorkshire” and closed ranges of 
the ordinary type. 

The extravagance of the York- 
shire type is obviously due to the 
great excess of air inevitably used 
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for combustion in an appliance of 
this type. 

Excess of Air—Extended inves- 
tigations were made of the degree to 
which losses were caused by this 
excessive aeration of the products 
of combustion. This was proved to 
be the principal cause of loss in a 
range. It arises through leakage 
into the furnace chamber and flues 
of cold air from the kitchen. The 
more perfectly this leakage can be 
prevented the greater is the econo- 
my. Apparatus were tested in their 
original form, and were so altered 
as to reduce the excess of air em- 
ployed, and the differences in con- 
sumption noted. Prevention of leak- 
age of cold air has a most important 
effect on the draught induced by the 
chimney. 

A condition of air tightness was 
shown to be inconsistent with some 
of the facilities usually demanded 
by the cook, such, for instance, as 
the ability to toast bread at the front 
of the range. 

It was proved that one condition 
of maximum economy is that the 
fire should be so completely enclosed 
that the air can not obtain access to 
the furnace or chamber flues oth- 
erwise than through the incandes- 
cent fuel. The thickness of the fuel 
should be adequate to carbonize as 
much as possible of the air used for 
combustion. The composition of 
the flue gases is a reliable criterion 
of this effect. 

In no case of an ordinary range 
did the analysis of the flue gases, 
which was made’ continuously 
throughout all the later tests, show 
more than 2 per cent of CO,, indi- 
cating that at least six to ten times 
as much air for combustion as is 
necessary is commonly used. 


The most economical results in 
general boiler practice are secured 
when the proportion of CO, in the 
flue gases is about 12 per cent, but 
no figure even approximating to this 
value was ever obtained throughout 
the whole experiments. Those 
ranges in which the fire is totally 
enclosed in some cases rose as high 
as 7 per cent, and showed a corre- 
spondingly high efficiency. 

Influence of one Part of the 
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Range on Another—It was found 
that in two ranges of similar general 
construction, as the efficiency of the 
hot water supply and af the hot 
plate rises, that of the oven de- 
creases almost in proportion, the to- 
tal efficiency of the appliance con- 
sidered as a whole being roughly 
constant for apparatus of the same 
general construction. This proves 
the great influence which the hot- 
water supply portion of the plant 
has on the efficiency of the oven. 

In order to investigate this mat- 
ter two of the appliances were test- 
ed in the following way: Contin- 
uous observations were taken for 
several weeks of the apparatus pro- 
vided with the usual back boiler. 
The latter was then removed and 
replaced by fire-brick blocks, and 
the same appliance then tested with- 
out the boiler. It was found in 
both cases that the total consump- 
tion was reduced by from 50 per 
cent to 66 per cent when the boiler 
was removed. This proved that the 
presence of a boiler in the range isa 
very extravagant feature considered 
in relation to the use of the appara- 
tus as an oven. On calculating the 
total efficiencies by adding together 
the individual ongs taken in one ar- 
bitrary condition, it was found that 
there was a surprising measure of 
uniformity between most of the 
ranges of the same general type. 
Some few of them of unusual type 
were widely different from the 
bulk, but in the main it may be said 
that the ordinary efficiency of such 
an appliance when all the functions 
are in use simultaneously for cook- 
ing purposes, with the oven regard- 
ed as the principal function, is in the 
neighborhood of 7 per cent. 

Position of Oven.—An investiga- 
tion was made of the relative advan- 
tages and disadvantages of differ- 
ent positions of the oven in regard 
to the fire. It was found that in all 
cases those ovens which were placed 
immediately over the fire so that the 
fire played on the bottom of the 
oven before reaching the top weré 
very much more efficient in direct 
transmission than in the opposite 
case. But it must not be lost sight 
of that, for many oven purposes, 


the effect of what is called “top 
heat” is very different from that of 
“bottom heat.” In some cases “top 
heat” is necessary to produce crisp 
baking effects and the like. Also 
the arrangement of the fire below 
the oven hinders its effective use 
for hot plate and boiling purposes, 
and the simultaneous cooking in the 
same oven of articles requiring 
widely different treatment, e. g., 
baking bread and milk puddings. 

This difference again raises the 
question of the operation of radiat- 
ed and convected heat in the interior 
of an oven, a scientific question of 
great difficulty. 

The result of the practical inves- 
tigation shows that “top heat” is 
much more expensive in fuel than 
is “bottom heat,” and this cost is 
rendered all the greater by the com- 
mon practice of using the top part 
of the flue above the top of the oven 
as a hot plate, thereby producing 
heavy cooling effects. 

Effect of Hot Plate—This mat- 
ter was also investigated by clothing 
the hot plate in several of the ap- 
pliances with a heavy asbestos mat- 
tress, which to a large extent dimin- 
ished the heat loss from the hot 
plate. The effect on the oven econo- 
my was most marked. 

This device alone decreased the 
fuel consumption for a given effect 
by some 35 per cent, varying at dif- 
ferent rates of combustion to some 
20 per cent. 


Extravagance of Combination of 
Functions —The general conclusions 
arrived at are that the combination 
of several different functions in one 
range renders each such function 
excessively extravagant when con- 
sidered alone. The combination is 
only relatively economical when all 
the functions are in use simultane- 
ously. Even in that case existing 
designs can not be called really eco- 
nomical, because of the circum- 
stances that the consideration kept 
in view in making such designs has 
been the convenience, compactness 
and cheapness of the whole device, 
and not the conditions which would 
lead to a maximum of economy, 
which latter are in many or most 
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cases inconsistent with the forego- 
ing. 

Further it is open te question to 
what extent all the parts of a cook- 
ing appliance are actually required 
simultaneously in ordinary practice. 
It is only rarely that this combina- 
tion is required in a small house. 
No doubt during the preparation of 
a big dinner of several courses all 
parts of the plant might be required 
simultaneously, but generally in a 
small household only one part of 
the appliance is wanted at one time. 

For instance, in a working man’s 
house at breakfast time the hot 
plate is the only part of the appli- 
ance needed. All the operations nec- 
essary for the preparation of a 
working man’s breakfast can be 
easily conducted on the hot plate 
only. If, therefore, the apparatus 
is such that the hot plate can not be 
heated without simultaneously heat- 
ing the oven and the hot water sup- 
ply it necessarily involves great ex- 
travagance in fuel. 

Similarly, it may be that in a 
working class family the children 
receive only a weekly bath, and that 
for the purposes of saving fuel they 
are ali bathed on one particular 
night, generally Saturday night. On 
that occasion the hot water supply 
portion of the plant only is needed, 
and any heating of the oven and hot 
plate is unnecessary, and even in 
summer very undesirable. A sepa- 
rate hot water supply apparatus of 
simple charaacter uses only one 
quarter of the fuel required by a 
range boiler. Several of these have 
been tested. 

Thus, in the interests of economy, 
each portion of the plant should be 
designed for maximum economy 
separately. Whether or not this 
condition may be secured with only 
one fire is one of the principal prac- 
tical questions raised by this inves- 
tigation. The disadvantages— 
amounting to impossibility in many 
cases—of supplying more than one 
fire for a very small apparatus is, 
of course, recognized. 

The diagrams and tables accom- 
panying this report give generally 
the results of all the experiments 
made, each graph representing re- 
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sults of about three or more weeks’ 
experiment on the One apparatus. 
The varying shape of the graphs in 
some cases is noteworthy, and is 
fully discussed and explained in the 
report. 
Physical Tests. 

Individual Efficiencies—Of all 
the ranges tested the lowest efficien- 
cy recorded in oven transmission 
was I per cent, that is to say, that 
the ratio between the amount of heat 
communicated to the standard ves- 
sel in the oven and that in the coal 
consumed was in this proportion. 
The highest such efficiency was 5 
per cent, except in specially de- 
signed appliances in which it rose 
to 17 per cent, the average of all 
commercial ranges being about 2% 
per cent. 


Hot Water Supply—tIn all the 
apparatus submitted the lowest effi- 
ciency of the hot water supply por- 
tion of the plant was 8 per cent, 
while the highest was 18 per cent to 
20 per cent. The latter figure was 
only reached in one case. The 
great majority of the ranges tested 
have an efficiency of 11 per cent to 
I2 per cent. Special ranges de- 
signed by ourselves reached 45 per 
cent. ° 

Hot Plate——The efficiency of the 
hot plate varied between I per cent 
and 5 per cent. Twelve to 20 per 
cent can easily be secured in spe- 
cially designed appliances. 


Total Efficiencies —Considering 
the apparatus as a whole the total 
amount of heat usefully employed 
when all the apparatus was in use 
together for cooking purposes was 
calculated in each case against the 
total heat in the fuel consumed. 
These efficiencies in all cases varied 
with the consumption. Generally it 
was found that the higher the con- 
sumption the greater was the effi- 
ciency, a somewhat surprising fact. 

The lowest efficiency was about 5 
per cent, the highest about 11 per 
cent, and the great majority about 
Thirty per cent was 
easily obtained in apparatus of spe- 
cial design. 


Practical Tests. 
These tests were designed with 
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the object of investigating the eco- 
nomy of the various appliances as 
they would be used in practice in 
the cottage of a working-class occu- 
pant. A standard menu was drawn 
up in consultation with a committee 
of experts, consisting of Dr. Janet 
Lane-Claypot, Mr. Herman Senn, 
and Mr. M. T. E. Jackson. 


This standard menu was designed 
to test the capacity of the appliance 
for stewing, baking, casserole cook- 
ery, and light cooking, also for sup- 
plying definite quantities of hot wa- 
ter at definite times of the day. The 
standard menu was carried out on 
each of the ranges tested, and com- 
parison made between the fuel re- 
quired in each case. 

It was found in all cases that the 
result of the physical tests de- 
scribed above was a very sound 
guide to the economy of the appli- 
ance in practice. A carefully de- 
tailed report on the performance of 
each range was drawn up at the con- 
clusion of the experiments, based on 
the practical convenience, durabili- 
ty, rapidity, and economy of the 
appliance as appearing to the ex- 
perimenters after a test, which in 
one case, extended over about three 
weeks. 

Though it is possible that some of 
these criticisms may be to some ex- 
tent matters of opinion, they were 
drawn up after very careful consid- 
eration being given to the matter by 
the members of the Committee, 
whose opinion was in all important 
matters unanimous. 


(This article will appear in three 
sections. The next division will ap- 
pear in an early number.) 





High Class Salesman Wants 
Gas Line for East. 


A stove salesman of exception- 
ally high efficiency, with established 
trade, is looking for a line of gas 
ranges for New York, New Eng- 
land and New Jersey. 

AMERICAN ARTISAN will be glad 
to forward any letters from manu- 
facturer of gas ranges to this man 
who will handle the line on a com- 
mission basis. 






























Teoonke.w.enoekw.”kwea&.entk 





ee ee ae ae he ee 






























Pound 


25 Years Affer 








This Tanbo oak finish is just the 


thing for cold air register faces. 
We can make them in any wood e 
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A Great Discovery 
That Means Much To You 





NE snowy, blowy night over a quarter of a 
century ago, three of us were having our 
supper at Beef Steak John’s. We had asked 
old Karl Tanbo to join us. No sooner had we 


— 


Pac, Niel 


sat down than he came in, stamping the snow 


ware 


off his feet and unwinding an old red knit 





muffler, that he always wore. 


HIS 





Oh pER TH NOME AAAL LS SIE AVEC STEARATE IEE 
Karl was a chemist. One of those shaggy-eye- 


Old Man Williams at work in his browed men who peer at you through little 
laboratory. He it was who made old fashioned silver rim spectacles. He had 
the final vital discovery that gives been working for several months, trying to 
to the Tanbo Finish such an at- 

tractive effect and makes it stand 


such a power of wear and tear. el 


























get a finish for our registers, that would be 
better than electro-plating. A finish that would 
stand wear and tear. 

He had the finish all right, that very night. A 
beautiful rich brass and bronze that fairly 


made our eyes bulge out, it looked so good. 


All of us went home feeling as if the world 
was ours. 

But it wasn’t! Nor was the finish! Least- 
wise it was ours, but good as it looked, it 
wouldn't stand the wear. Karl died shortly 
after. Iver since then our chemists and finish 
experts have been experimenting, trying to find 


the answer. 


One day about a year ago my telephone rang 
excitedly and the minute | put the receiver to 
my ear, someone fairly shouted: “We've got it. 
We've got it! Got it at last!” “Got what,” 
said I, “the measles or the mumps?” “No, the 
long sought finish. A brass, bronze, oxidized 
copper and natural wood effect finish, that I'll 
stake my life on, will stand wear better than 
the plated ones.’ 

It was old man Williams talking. He, who is 
the head of our finishing department. Sure 
enough he had at last solved the problem we 
had all been working on for a quarter of a 
century. 

Like most discoveries, he ran into it while ex- 
perimenting for something entirely different. 

After giving it all kinds of severe wear and 
tear tests, it has stood up under every one better 
than the electro-plating. 


Of course, we promptly called it The Tanbo 
Finish in memory of old Karl Tanbo who first 
had the idea. After you have seen Tanbo 
you will never want any other, that’s sure. 
It's just one more of the many superior points 
about our registers, that no other registers 
have. 

Send at once for further particulars about this 
new patent protected name and finish. 
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Panbo Brass. 


Tanbo Oak. 





Tanbo Oxidized Copper. 





Tanbo Oxidized Copper finish is quite the 
most wonderful of all. 

The way Old Man Williams worked out 
how to do it, is nothing short of wizard 
like. Still now it’s done, it seems as simple 
as slipping on ice. 


TUTTLE & BAILEY MFc Co. 


Established 1846 


36 Portland St. 2 W. 45th St. 1123-29 W. 37th St. 
Boston New York Chicago 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Santa’s Mail Box 


in Merchant's Store. 


Every December the R. G. Heslop 
& Sons furniture store of Martin's 
Ferry, Ohio, open a Santa Claus 
postoffice for the boys and girls of 
this city. The store advertises that 
if the youngsters will leave their 
letters at the store Santa will pick 
them up when he stops there on 
Christmas Eve. 

On the eve before Christmas a 
drawing of the letters is held, and 
the writers of the fifth and tenth 
ietters are given a prize of a toy of 


Here Are Christmas Selling Suggestions Which » 


some sort. Most of the children 
bring their letters down to the store 
and this usually attracts large num- 
bers of parents to look at the store’s 
assortment of toys and gifts. 

The store manages to attract 
older persons by offering prizes to 
those who can guess which type of 
merchandise will sell best during the 
holiday season. On the face of it, 
this would seem to be an easy stunt. 
Last year many of the contestants 
predicted toys, phonographs and 
records, but as a matter of fact the 
store sold more rocking chairs than 
it did anything else. 


Lead CampaignForward as Holiday Spirit Grows 


Newspaper Advertising, Window Displays, Special 
Selling Devices Should Be Part of One Plan. 


OW that Thanksgiving is over, 
the alert merchant is centering 
his efforts on Christmas. 


In aggressively launching the 
campaign, the merchant will do well 
first to canvass his stock, for it is 
imperative that the whole stock, as 
figured by the merchant, should be 
in the store when the campaign 
starts so that there will be no delay 
in showing the lines. 


The Christmas campaign is not 
to be attempted in a happy-go-lucky 
sort of way. The probable selling 
worth of each line should be care- 
fully weighed ; the amount of adver- 
tising, the window displays and 
their designs, the various ways to 
excite the curiosity of the public 
and to bring them into the store, 
should be gone over carefully. 

The foregoing Christmas mer- 
chandising suggestions are made in 
a special article by Victor Lauris- 
ton in the annual November special 
edition of the Michigan Tradesman. 
This number, celebrating the for- 
tieth year of existence of this influ- 


ential publication, contains many 
meritorious trade articles, and we 
cuote from Mr. Lauriston’s article 
as an example: 

The clerks should be consulted. 
One or two pleasant evenings could 
be spent by the merchant and his 
staff discussing ways and means. It 


would be time well spent, for it all - 


depends upon the handling of the 
stock how the Christmas trade is 
going to swing. 

It must not be forgotten that the 
Christmas demand can be stimu- 
lated much more easily than a from- 
day-to-day demand for an ordinary 
article. The demand is there, and 
the merchant has not so much to 
create it as to swing it in his direc- 
tion, 


The custom of giving useful 
presents is developing of itself every 
year. What the hardware dealer 
has to do is to prove that he is the 
best medium for the buying of pres- 
ents. This can be done only by a 
strong campaign of publicity. 

Excite the curiosity and interest 


of the public, show what you have 
in the line of useful gifts, display 
novelties that will set the people 
talking, and the battle is half won. 

All this, however, means hard 
work and careful preliminary plan- 
ning. Therefore the merchant who 
has his whole extra Christmas stock 
in his store, who has carefully 
picked out from his staple lines such 
articles as will make useful presents 
(and it is surprising how many of 
these there are) and arranged them 
in his mind’s eye already for the 
fight, is in the best shape to secure 
business. 

In connection with the Christmas 
trade, the merchant must remember 
that it is necessary to do a little 
extra advertising and to devote some 
extra attention to window display. 
Not only must the windows be deco- 
rated, but the interior must have a 
Christmassy appearance. The store 
must radiate the spirit of the times: 
a feeling of good cheer must pre- 
dominate in all directions. Then, 
again, as a large percentage of the 
Christmas trade pertains to children 
children must be specially catered 
to. Therefore the hardware dealer 
should see that, whatever decora- 
tions or displays he puts on, are 
calculated to some extent at least to 
attract the attention of the young- 
sters, 

Keep the window trims changing 
tyvice a week if possible until about 
December 15, when the real Christ- 
mas window should be put in. 
After that, there will be little time 
to do anything except sell and de- 
liver goods. Hence it is essential 
that the window trims and the ad- 
vertising copy be planned well ahead 
of time, and in such shape that the 
results can be put before the public 
with the minimum of effort when 
the real rush sets in. 

Put Santa Claus to work early in 
the game. One hardware dealer 
used a real live Santa Claus in his 
store window from December 4 to 
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December 24. Santa’s arrival on 
December 4 was announced in ad- 
vance, and he was greeted by all 
the young and most of the old peo- 
ple on his way from the depot to 
the store. 

The display was made up of 
a large: old-fashioned mantel-piece 
over which three deer heads were 
mounted, while in the background 
an artist painted a representation of 
Santa Claus coming down from the 
clouds in his sleigh. 

The window and the live Santa 
Claus were great drawing cards. 
There were several occasions when 
Santa Claus took his sleigh and 
went to the neighboring schools and 
brought the children to the store 
and took them back home without 
charge. This was a great event for 
the little tots, many of whom had 
never been away from home, and 
all trusted implicitly in Santa Claus. 
Santa also brought the youngsters 
from the local Children’s Shelter to 
the store for a visit- On Christmas 
Eve he visited the hospital with a 
toy for each nurse and each patient. 
They had a great time with him and 
as the matron put it, they “just cut 
loose and had a regular frolic.” The 
resulting holiday trade was excep- 
tionally good. 

Good use can be made of direct- 
by-mail advertising in the way of 
bringing out early buyers. Almost 
every hardware dealer has his mail- 
ing list of regular customers and 
good prospects; and many of them 
circularize these lists from month to 
month. Toward the end of Novem- 
ber it is a good policy to go over 
this list, making such additions as 
may seem desirable, and send out a 
circular letter discussing Christmas 
buying—with emphasis on the de- 
sirability of buying early and avoid- 
ing the rush. 

This letter should be accom- 
panied by a list of suggested gifts. 
Many hardware dealers now have 
lists of this sort printed or mimeo- 
graphed for distribution to custom- 
ers. The articles can be listed, 
either according to price, or accord- 
ing to recipient—that is, for father, 
for mother, for sister, for brother, 
for boys, for girls, for baby. Any- 





thing that helps the puzzled gift- 
seeker to make an intelligent selec- 
tion will be appreciated. 





Does the Jeweler Offer 
“Gifts of Utility’? Nol 

E. G. Aubrey, field secretary for 
the Illinois Retail Hardware Asso- 
ciation and_ editor 
of its official publi- 
cation—The Illinois 
Hardware—hits the 

< nail squarely on the 
head in telling hardware merchants 
to go after Christmas business. Can 
vou blame the uninstructed buyer, 
he asks: 

In going to the jewelry store, the 
department store, the music store, 
the electric shop, the drug store, the 
stationery store, the book store or 
the furniture store to find GIFTS 
OF UTILITY? Of course not! 
But it’s not his fault, because the 
retail hardware merchant does not 
advertise the fact that he carries 
the best assortment of useful gifts 
in his community. 

The jewelers have been advertis- 
ing “lay-away” gifts for the past 
two months, and the florists are con- 
tinually selling us on “Say It With 
Flowers,” but the hardwaremen are 
as silent as the Sphinx in Egypt on 
the fact that the average hardware 
establishment is as full of useful 
things as the average house dog is 
as full of fleas. 

“T’ll tell the world” would be a 
good slogan for the hardware men. 
It’s a wonder to me that some of 
them make any money, they are so 
modest about advertising their 
wares and their services. 





How to Get Snowy 
Effects in Christmas Window. 


Christmas is a time when all sorts 
of attractive displays can be in- 
stalled. Christmas and snow are al- 
ways associated together so it 
naturally follows that it would be 
well to associate them together in 
the window trims about that time 
of the year. A very Christmassy 
window display can be obtained 
with very little expense. The floor 
of the window can be covered with 
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cotton and imitation snow sprinkled 
over it to give it that sparkle and 
glisten that real snow gives. 

Then instead of the valance that 
many hardware stores use at the 
top of their window they can use 
cotton batting cut to resemble icicles. 

Bits of cotton can be pasted on 
the window to give the appearance 
of snow and the effect will be com- 
plete. 

The goods that the dealer wants 
to display can be grouped around in 
the window on the cotton. A win- 
dow trim of this kind will carry the 
atmosphere of Christmas. 





Stores Gives Christmas 


Treat to Orphans. 

Wolf & Dessauer, Fort Wayne, 
Indiana, merchants, have in their 
beautiful store a huge auditorium 
where entertainments are frequently 
given. Last year the orphans of a 
nearby institution were entertained 
royally and Santa Claus presented 
each with a souvenir. People of the 
city were urged to contribute cloth- 
ing, etc., to be presented to them. 
Of course all the little boys and girls 
were invited. 

On the first floor, a registration 
book was stationed and each child 
was asked to give his name, address 
and the one thing he wanted most 
for Christmas. This provided an 
excellent mailing list for the chil- 
dren’s department, and in order that 
no child would be disappointed 
Santa presented an inexpensive gift. 





Interest Women in Your Store 
and Sales Will Jump. 


Women’s interests should have a 
distinct representation in the win- 
dow display. The window gener- 
ally should be more humanized. 
Stores should be made more attrac- 
tive. Household utensils may be 
artistically arranged, and a good sec- 
tion, well displayed in the show 
cases, will always attract the wo- 
man customer. Comfort should go 
with each sale and purchase. The 
provision of seats is an important 
factor. Courtesy is most important 
of all. The clerk must be eager to 
answer questions, however many. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


Here's Way to Crowd 
Your Christmas Window. 


The problem of getting the larg- 
est number of articles in the Christ- 
mas window without making it 
appear a hodge podge is an old 
problem that annually confronts the 
window designer. Harold Stevens, 
who designed the window shown 
here for the Wilson Hardware 
Company of Boulder, Colorado, has 
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back row two deep) support the 
step shelves at the back of the win- 
dow. An 18-inch space was left at 
the back to allow easy access to any 
part of the window. 

“The side shelves and the top 
hack shelves are covered on both 
sides with glazed white paper. I 
then filled in every panel on the 
top and upper part of the window 
with white paper and covered the 
floor with the same. The arches 





displays, carving sets and silver- 
ware ; the left floor, razors, shaving 
sets, cuspidors, electric heaters and 
foot warmers ; the right floor, mani- 
cure and scissors sets, crumb and 
nut sets and Jap baskets. 

“The rest of the merchandise 
shows up in the photo, with the 
exception of razor strops on the 
front uprights and the Rochester 
Percolator display stands in the two 
side arches at the back. 


Bee — 


Splendid Christmas Window Display Designed by Harold Stevens for the Wilson Hardware Company, Boulder, Colorado. 


found a real solution in the use of 
a white background. Note how the 
articles stand out as though in sil- 
houette. 

The application of this back- 
ground, together with the unique 
shelving device, makes this window 
one of exceptional merit. Varia- 
tions of this application will suggest 
themselves, and the following de- 
scription of the window should be 
read and studied thoroughly : 

“The window is 27 feet long and 
6 feet deep and before being 
trimmed the sides, back and ceiling 
were dark stained in paneled wood. 
I covered the back and sides up to 
a height of 6 feet with bright red 


crepe paper. 
“Two rows of shell boxes (the 


are cut out of sign-writers’ cloth, 
tacked to the top back shelf and to 
the middle of the shelf below. 

“Green Christmas cord and elec- 
tric Christmas tree festoons are 
stitched around the edges of the 
arches and up the upright in the 
front of the window. 

“Light frame panels covered with 
decorative red holiday paper are 
hung by screw eyes along the front 
top of the window, shading the 
glare of the electric lights from 
the eyes and giving a soft red light- 
ing effect. These panels I use right 
along, covering them with crepe 
paper to match the color scheme of 
the window. Goods were placed as 
follows : 

“The center floor of the window 


“Being the shopping season of 

the year, in order to display as 
much a variety as possible, the win- 
dow may appear a little crowded 
(the photo gives this idea more than 
was actually the case), but I have 
tried to overcome that effect by the 
use of the white paper and by get- 
ting a good balance to the trim. 
‘ “Every article was plainly priced 
and I need hardly add that both 
merchandise and glass was scrupu- 
lously clean.” 





Think of the past only in apply- 
ing it to the solution of present 
problems. If you keep continually 
living in the past you will never 
be a success when the future 
changes into the present. 
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1923 Window Display Contest to Bring 


Out Record Number of Meritorious Designs. 


American Artisan Seeks by Competition to Bring 
Out Best Ideas in Window Merchandising. 


N A current number of one of the 

most frequently quoted business 
magazines appears an article with 
this caption: “Advertisements—the 
Windows of Business.” 


In another publication of current 
date appears this suggestion to mer- 
chants: “Consider your store win- 
dow as an expensive newspaper ad- 
vertisement in a newspaper in which 
the circulation is the number of pec- 
ple who pass in front of your win- 
dow.” 

Here, then, is the same idea, con- 
versely stated. The advertisement 
is the window of business, the win- 
dow is the advertisement of busi- 
ness. 

It is this so important and funda- 
mental merchandising principle that 
AMERICAN ARTISAN AND HARD- 
WARE REcorp has so long and ener- 
getically stressed to its merchant 
readers. 

Time was, and not so very far 
back, when the druggist like the an- 
tiquated apothecary, used his win- 
dows to show the globes of colored 
water to acquaint the world with the 
nature of his business. The electric 
sign has supplanted that, and the 
window has taken its proper place— 
a place to display goods. 


In announcing its 1923 annual 
window display contest, AMERICAN 
ARTISAN AND HARDWARE RECORD 
again undertakes to stimulate that 
competition calculated to bring out 
the best in creative effort in winodw 
merchandising. But that is not all. 
The contest would never approach 
its more ambitious efforts nor 
achieve its more successful ends, if 
it were to be limited there. The 
more important thing is that the 
ideas are to be exchanged and dis- 
tributed among all through the me- 
dium of AMERICAN ARTISAN, 

Thus the reproduction of the 
more distinctive displays in this pub- 
lication, with their strong and weak 
points noted, permits all to share in 


the work of constructive criticism, 
and allows further the craftsman 


tc build from where his _ fellow 
craftsman left off. 
Former contests of this nature 


conducted by this magazine have al- 
ways brought out the best window 
display work of clerks and dealers. 

Last year the number of entries 
broke all records and there are indi- 
cations this year’s contest will set a 
mew mark. Here are the main rules 
of the contest: 

It costs nothing to enter, and you 
may enter as many entries as you 
want to. 


The window display must be 
photographed, and the display may 
be made up of goods from any of 
the following lines: General hard- 
ware, machinists’ supplies, builders’ 
hardware, automobile supplies, 
sporting goods, fishing tackle, house 
furnishings and paints, cutlery, 
dairy supplies, stoves, ranges, warm 
air heaters, sheet metal or kindred 
lines. 

The photograph, together with 
description of how the window dis- 
play was arranged and the materials 
used, may be sent by mail or ex- 
press, charges prepaid, and must 
reach this office not later than April 
I, 1923. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be placed within a sealed 
envelope containing the real name 
and address of the contestant, this 


. sealed envelope to be enclosed with 


the photograph. 

AMERICAN ARTISAN AND HArp- 
WARE Recorp reserves the right to 
publish all photographs and descrip- 
tions submitted in the contest. 

Four prizes, totaling $100, are to 
be awarded for the entries adjudged 
the most meritorious. These are; 


first prize, $50; second prize, $25; 
third prize, $15 and fourth prize, 
$10. 
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A competent committee of three 
will pass on the designs. One of the 
committee will be an expert window 
dresser and one an_ experienced 
hardware man. 





How Salesmen Should NOT 
Approach Customers. 


Among the characteristics of suc- 
cessful salespeople, diplomacy in 
the handling of customers ranks 
high. It is an important thing in- 
volving more than the individual 
sale. A satisfied customer builds up 
store good will, a dissatisfied cus- 
tomer tears it down. 

A writer in Doorways, the 
monthly house publication of Rich- 


‘ards-Wilcox, well known manufac- 


turers of fine builders’ hardware, of 
Aurora, Illinois, makes observations 
similar to these in the current issue. 


He adds: 


Two condemnable policies seem 
to exist among salespeople in 
handling such a situation. 

There is the salesman who “sizes 
up” the waiting crowd and shows 
a tendency to “ pick” his next cus- 
tomer. ‘This practice is, of course, 
displeasing, and generally causes 
irritation on the part of the one 
passed by. But if you are “picked,” 
the result is even worse, because of 
the embarrassment of your knowing 
that another standing by is right- 
fully ahead of you. This policy is 
all wrong and should not be fol- 
lowed. 


Another method commonly used 
is to attend the customer in hand 
without even seeing the waiting cus- 
tomer until his turn comes. 

This method is not as bad as the 
other, savoring more of omission 
than commission. But if you will 
analyze your feelings the next time 
you, as a customer, are treated this 
way, you will find a feeling of re- 
sentment creeping over you, that 
will make salesmanship doubly hard 
for the salesman when he finally 
gets to you. 

Of course, a salesman should not 
rush up and shake each new arrival 
by the hand as he enters the store, 
but when the waiting customer 
cemes within easy range of his 
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yision he should at least get a nod 
or “Good morning, I will be with 
you shortly.” 

Such a salutation immediately ties 
the salesman up to him, for it af- 
fords a tangible acknowledgment of 
his presence and really a tentative 
service which will be found to serve 
as an easy entering wedge later, and 
also help to tide over the waiting 
interval. 

Furthermore, it has a decided 
tendency to speed up the customer 
in hand, without in any way irritat- 
ing him; while the touch of impa- 
tience which the entering customer 
felt on finding he would have to 
wait, leaves him immediately and at 
the same time establishes a basis for 
pleasant salesmanship and future 
relations. 

A smile of recognition and a few 
words of welcome to the newcomer 
in your store as the salesperson 
waits on the customer in hand will 
prolong his patience and create a 
friendly feeling between the store 
and the new customer—and may be 
the means of definite promotion for 
the salesperson ! 








i Coming Conventions 








Western Implement and Hardware As- 
sociation, Kansas City, Missouri, Janu- 
ary 16, 17, 18 and 19, 1923. Exhibition 
in Convention Hall. H. J. Hodge, Sec- 
retary, Abilene, Kansas. 


Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 822 
ae County Bank Building, Dallas. 

exas. 


Mountain States Hardware and Im- 
plement Association, Denver, Colorado, 
January 23, 24 and 25, 1923. W. W. 
McCallister, Secretary-Treasurer, Boul- 
der, Colorado. 


Kentucky Hardware and Implement 
Association and Exhibition, Jefferson 
County Armory, Louisville, Kentucky, 
January 23, 24, 25 and 26, 1923. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, January 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

South Dakota Retail Hardware As- 
sociation, Sioux Falls, South Dakota, 
January 16, 17, 18 and 19, 1923. H. O. 
Roberts, Secretary, 1120 Metropolitan 
Life Building, Minneapolis, Minnesota. 


Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
January 31, February 1 and 2, 1923. E. 
E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 
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Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary, 
Argos, Indiana. 

Oklahoma Hardware and Implement 
Association, The Auditorium, Okla- 
homa City, Oklahoma, January 31, 
February 1, 1923. W. A. Clark, Secre- 
tary-Treasurer, 209% West Main 
Street, Oklahoma City, Oklahoma. 

Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Feb- 
ruary. 6 to 9, 1923, Omaha, George H. 
Dietz, Secretary-Treasurer, 414 Little 
Building, Lincoln, Nebraska. 


Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 6, 7, 8, 9, 1923. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City. Michigan. 

Virginia Retail Hardware Association, 
Norfolk, Virginia, February 7, 8 and 9, 
1923. Thomas B. Howell, Secretary, 
Richmond, Virginia. 

Wisconsin Retail Hardware Associa- 
tion, Milwaukee Auditorium, Milwau- 
kee, Wisconsin, February 7, 8 and 9, 
1923. P. J. Jacobs, Secretary, Stevens 
Point, Wisconsin. George W. Kornley, 
Manager of Exhibits, 1476 Green Bay 
Avenue, Milwaukee, Wisconsin. 


Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1923. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland. Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 


Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines, 
Iowa, February 13, 14, 15 and 16, 1923. 
A. R. Sale, Secretary, Mason City, Iowa. 

North Dakota Retail Hardware As- 
sociation, Grand Forks, North Dakota, 
February 14, 15 and 16, 1923. C. N. 
Barnes, Secretary, Grand Forks, North 
Dakota. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, Plan- 
ters Hotel, St. Louis, Missouri, February 
20, 21 and 22, 1923. F. X. Becherer, 
Secretary, 5106 North Broadway, St. 
Louis, Missouri. 

Minnesota Retail Hardware Associa- 
tion, Duluth, Minnesota, February 20, 
21, 22 and 23. 1923. H. O. Robherts, 
Secretary, 1120 Metropolitan Life Build- 
ing, Minneapolis, Minnesota. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, February 21, 22 and 23, 1928 
George A. Fiel, Secretary, 10 High 
Street, Boston. Massachusetts. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 29, 21, 
22 and 23, 1928. Headquarters, Powers 
Hotel. Sessions and Exposition at Ex- 
position Park. John B. Folev, Secre- 
tary, City Bank Building, Syracuse, 
New York 

Indiana Sheet Metal Contractors’ As- 
sociation, Terre Haute, Indiana, Febru- 
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ary 2l and 22, 1923. Leslie Beach, Sec- 
retary, Richmond, Indiana. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Bay City, Feb- 
ruary 26, 27, 28 and March 1, 1923. 
Frank E. Ederle, Secretary. 1121 
Franklin Street, S. E., Grand Rapids, 
Michigan. 

American Hardware Manufacturers’ 
Association, Spring Convention, Wind- 
sor Hotel, Jacksonville, Florida, April 
24, 25, 26 and 27, 1923. Frederick D. 
Mitchell, Secretary - Treasurer, 1819 
Broadway, New York City. 

Southern Hardware Jobbers’ Associa- 
tion, Windsor Hotel, Jacksonville, Flor- 
ida, April 24, 25, 26 and 27, 1922. John 
Donnan, Secretary-Treasurer, Richmond, 
Virginia. : 

Old Guard Southern Hardware Sales- 
men’s Association, Windsor Hotel, Jack- 
sonville, Florida, April 25, 1923. R. P. 
Boyd, Secretary-Treasurer, R. F. D. 4, 
Knoxville, Tennessee. 

Hardware Association of the Caro- 
linas, Columbia, South Carolina, 
May 8, 9, 10 and 11, 1923. T. W. 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Arkansas Retail Hardware Associa- 
tion, May, 1923. (Place to be an- 
nounced later.) L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1923. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Southeastern Retail Hardware and 
Implement Association, covering Ten- 
nessee, Alabama, Georgia and Florida. 
(Date and place to be announced later.) 
Walter Harlan, Secretary-Treasurer, 
701 Grand Theater Building, Atlanta, 
Georgia. 








Retail Hardware Doings 














Illinois. 

Walter B. Piper has opened a hard- 
ware store at 1019 Eighth Street, 
LaSalle. 

Michigan. 

At Harvard, A. Griswold and Son 
have sold their hardware stock to 
Guilfoyl and Company. 

The Michigan Builders Hardware 
Company, 9000 Oakland Avenue, De- 
troit, has been incorporated with a 
capital stock of $13,000 common and 
$12,000 preferred. 

Minnesota. 


F. H. Peterson and Ole Pedersen 
have opened a hardware store at Will- 


mar. 
Ohio. 


The Aker-Blackburn Company of 
Canton has been incorporated for $10,- 
000. They are arranging to open a 
hardware and specialty store in the 
new Zinninger block, Third Street, 
N. W. C. L. Aker and Bertha Aker 
are the incorporators. 

At East Canton, The Wallace Hard- 
ware Company has been incorporated 
with a capital stock of $10,000. The 
incorporators are V. C. Wallace, C. A. 
Shreve, W. R. Wallace, Frank Nelson 
and F. N. Shreve. 

Wisconsin. 

The hardware store of N. N. Saalsaa 
at Argyle has been destroyed by fire 
The Tolzman and Gensman Hard 
ware Company at Slinger has been en- 

larged. 





Our Store’ asserts the Towner 
Hardware Company in a well com- 
posed ad in the Muskegon, Michi- 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


“Every Day Is Dollar Day at 


Every Day Is Dollar Day at Our Store 


See These Dollar Day Specials in Our 
House Furnishing Department 


Mixing Bowls 
One set of 5 Bowls, 
worth $1.25. We have 
sold them for a dollar. 
Special for Dol- 
lar Day, only . '92c¢ 


Six Quart, 
Covered Grey Enamel 
Convex Kettle 


A Bargain at T5c. 
Special for Dollar Day, 


for -....+-- 91.00 


American Steel 


Wool 


The great Aluminum 
Cleaner. Regular price 
10c a package. Special 


Day, 13 pkgs. 91.00 


1% Quarts Aluminum 


Sauce Pan 


*“Mirro” Brand, reg 
ular price 90c. Special 





Brooms 
Ask for the B. O. E. 
A good grade all Corn 
Parlor Broom, worth 
75e. Special for 46 
Dollar Day .... 








Miss Dandy, the best 
Parlor Broom made, 
worth $1.25, but our 
regular price is a = 
A A ees for Dollar 











“ Dollar Day, 
ia aniaaaaal 59c Stoves 
At our regular mark- 
Special “Mirro” ed prices, but if you 
Al ma buy on Dollar Day we 


will givé you absolutely 
Free merchandise as 
per your selection, 
equal to 10 Per Cent of 
the price of stove you 
buy. This applies to all 
B Stoves except Majestic 
Ranges. 


Preserving Set 
Consisting of one 10- 














stock Hand Painted 
my fons Ba ng deliv. Fancy China 

ery later. Not marked down but 

: mene s 

Percolators on regular on 

“Mirro” Make Dollar Day. 
2-gt. Colonial 

Pattern . $1.89 Clothes Lines 

S-qt Colonial o A pure white brakied 

regular 


Two for vases. 090 


_ Hardware Company 


The Store Where Your Dollar Does Its Duty 





gan Chronicle. The layout is built 
around a cleverly drawn figure “ 
with a shaded dollar-sign in back- 
ground and ink sketches of pleased 


customers placed in upright panel in 
the figure. 

This drawing helps to “set off” 
the whole ad, which is, however, 
commendable for many other fea- 
tures. “Dollar Day” at Towner’s 
is “bargain day” rather than a spe- 
cial sale of dollar-priced articles, 
although it will be noted that two 
articles are “special” at this price. 

Observe, also, what a large num- 
ber of articles, for the space al- 
lowed, are listed in this ad, and also 
how there is a pleasing typograph- 
ical dress to it. This is because the 
price figures are in large, bold type. 
Not only is there a variety of arti- 
cles offered, but there is a tempting 
stove offer, as follows: 

“Stoves at our regular marked 
prices, but if you buy on Dollar 
Day we will give absolutely free 
merchandise as per your selection 
equal to 10 per cent of the price of 
the stove you buy. This applies to 
al! stoves except Majestic ranges.” 

* * * 

In offering quality and service, 
M. A. Sharka & Company is pretty 
certain of getting the attention of 
the most of the buyers of Rhine- 


Quality! Service! 


These are remembered long after cost 
is forgotten. 


When buying refinements for the home 
it is always cheapest in the long run to buy 
the best. You cannot buy a better range 
at any price than the one that bears the 

MOORE SEAL OF QUALITY 


We have on hand all kinds of Moore 
Heaters, Furnaces, Combination and Kit- 
chen Ranges. 


All Ranges with water tanks attached. 
PAY US A CALL 


M. A. SHARKA & CO. 


213 South Brown Street. 
“DEALERS IN GOOD HARDWARE” 











4 








lander, Wisconsin. He keeps his 
customers’ attention thereafter by 
sticking strictly to his subject—the 
exposition of a certain make stoves, 
furnaces, and ranges. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Big Copper Merger Leads 
Non-Ferrous Developments. 


The purchase of the Chile Copper 
Company by the Anaconda Copper 
Company was the outstanding event 
in the metals market in the past 
week, for close observers see in the 
move an ambition on the part of 
the purchaser, following its acqui- 
sition of American Brass, to assumeé 
a place in the copper industry ana- 
lagous to that held by the United 
States Steel Corporation in its field. 
The absorption of this low cost pro- 
ducer naturally stiffened prices 
some. Prices in tin, lead and zinc 
have not yielded, and nearly all the 
markets are reported firm and 
strong. 


Copper. 

The domestic copper market 
opened strong this week, and practi- 
cally all the copper sellers returned 
to the 14c delivered, basis for elec- 
trolytic, the past week. Sales for 
domestic account for January de- 
livery have been of fair aggregate 
size and a good hand-to-mouth for- 
eign business has been done. The 
recovery in sterling exchange to 
above $4.53 has helped the export 
situation. 

Foundry activities continue to 
grow, in view of the large amount 
of casting work required for rail- 
road car journals, automobile and 
plumbing supply purposes. Casting 
copper prices have held 13.40¢ to 
13.50c, refinery. 


Zinc. 


Renewed foreign demand is a 
stimulating factor in the zinc mar- 
ket. Large sales for export were 
reported in New York City, while 
in East St. Louis the price was about 
$1 higher at 7.10 to 7.15 cents. Sel- 
lers were firm in their belief that 
the midmonth statistics would show 
a position in their favor. The Lon- 
don premium for prompt showed 
too great a pread over futures. 


Domestic inquiry has been light, 
as consumers have been getting 
through shipments started when the 
traffic situation was tightest. High 
grade zinc has been selling at 8 to 
8.25 cents, delivered. 


Lead. 


The lead market has been firm, 
but quiet, with outside sellers quot- 
ing 7c, East St. Louis, 7.25¢ to 
7.35c, New York, against the Smelt- 
ing company’s prices of 6.goc, St. 
Louis, 7.10c, New York. Shipments 
to battery, cable and pigment mak- 
ers continue heavy and all these 
trades are preparing for an active 
winter. A very fair inquiry of a 
varied sort is reported by producers. 

The large buyers are showing 
caution in their bookings at any 
fixed prices, and by far the larger 
proportion of engagements are on 
an average contract basis. But the 
volume of output seems hardly yet 
to have overtaken the scale of con- 
sumption which shows but little 
seasonal slackening, such as might 
be looked for at this time of the 
year. 


Solder. 


Chicago warehouses quoted sol- 
der prices as follows: Warranted, 
50-50, per 100 pounds, $24.00; 
50-50, per 100 pounds, $25.00; 
$23.50; and Plumbers’, per 100 
pounds, $22.25. 


Tin. 


Following the November 30 pub- 
lication of unfavorable statistics, the 
tin market eased off, but during the 
past week gradually strengthened in 
tone until it had reached 37 cents, 
while the London market went to 


£179 7s. 

The world’s visible supply of tin 
increased during November by 
2,435 tons, according to statistics 
published by the New York Metal 
Exchange in conjunction with the 
London Metal Exchange. Later 


these figures were altered to 2,384 
tons. 

Straits shipments, amounting to 
6,295 tons, were heavier than ex- 
pected. American deliveries were 
up to the average of the year. 

The total United States visible 
supply at the end of November was 
{3,757 tons, compared with 12,869 
tons the end of October. The pres- 
ent visible supply here is itemized as 
follows: Stock in warehouses, 1,149 
tons ; landing, 1,550 tons; tin afloat, 
11,058 tons. 


Bolts and Nuts. 


First quarter business for bolts 
and nuts is expected to be main- 
tained on the old basis in the Chi- 
cago territory. Consumers are seek- 
ing to place contracts for first quar- 
ter requirements with producers 
and the latter are willing to book 
the business at the prevailing sched- 
ule of discounts. Whether this level 
can be maintained remains to be 
seen, but it seems likely that busi- 
ness for first quarter of next year 
will be on approximately the present 
price basis. Specifications on con- 
tracts are coming out and opera- 
tions are at a fair rate. 


In the Pittsburgh district first 
quarter inquiries for nuts, bolts and 
rivets are more numerous and sever- 
al fair tonnages have been closed. 
In the spot market the usual end-of- 
the-year dull period prevails. Mak- 
ers are looking ahead to Jan. 15 with 
expectations that by that time more 
sizeable business will develop. 


Nails and Wire. 


Excellent nail and wire business 
is reported by Pittsburgh makers, 
and good business with a slightly 
lessened inquiry in the Chicago ter- 
ritory. 

While some mixed carload busi- 
ness, wire, nails, and fencing, from 
jobbers is noted from time to time, 
the big buying movement against 
spring needs of farmers holds off, 
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despite spring terms available. Only 
in one or two cases is such buying 
encountered, one valley producer re- 
porting a brisk demand by its ag- 
ricultural trade. 

A slight let up in nail business, 
which for several weeks past has 
been so heavy, now is reported but 
all makers have a splendid backlog 
on which their nail departments 
are operating nearly to capacity. 
Wire and nails still are quoted at 
2.45c and 2.70c, base Pittsburgh, re- 
spectively, and the Cambria Steel 
Co., which has been maintaining 
prices $1 per ton in advance of 
those levels, has met the market in 
this locality. 


Tin Plate. 


Tin plate for cans, food contain- 
ers, etc., is in good demand and 
specifications have been particular- 
ly heavy. Some of the larger can 
companies with annual requirements 
of several million base boxes, al- 
ready have filed specifications for 
January and February needs. 

Independents are intimating that 
$4.85 shortly must be their mini- 
mum as against the regular market 
price of $4.75 per base box of 100 
pounds, Pittsburgh, as announced 
recently by the American Sheet & 
Tin Plate Co. Operations continue 
at a fairly high rate, the American 
company averaging 73 per cent 
with an increase expected shortly, 
and independents about 85 or 90 
per cent. 


Sheets. 

Steel sheets to be produced by 
Chicago mills during first quarter 
of 1923 are practically covered by 
orders now on mill books. Con- 
sumers who are not represented in 
this tonnage will have to obtain their 
sheets elsewhere, as practically noth- 
ing remains for sale by Chicago pro- 
ducers. Inland Steel Co. has divid- 
ed its probable production among 
its regular customers, all of whom 
took the tonnage allotted. This pro- 
ducer has allowed a narrow margin, 
which may become available late in 
the quarter. 

Prices continue at the level which 
has prevailed for several weeks, 


2.50c, 3.35¢ and 4.35c, Pittsburgh, 
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for blue annealed, black and gal- 
vanized, respectively. 
Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $18.00 to $18.50; 
old iron axles, $24.50 to $25.00; 
steel springs, $20.50 to $21.00; No. 
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1 wrought iron, $18.00 to $18.50; 
No. 1 cast, $16.00 to $16.50, all per 
Prices for non-ferrous 
follows, per 
pound: Light copper, 9 cents ; light 
brass, 5 cents ; lead, 434 cents; zinc, 
334 cents; and cast aluminum, 14 


net tons. 
metals are quoted as 


cents. The demand for nearly all 


lines is heavy. 


Inquiry and Sales in Chicago Pig Iron Market 
Grow Heavy as Turn in Market Finally Arrives. 


After Long Period of Waiting Buyers Enter 
First Quarter Market and Sales Are Encouraging. 


HE long expected turn in the 
Chicago pig iron market has 
arrived, and inquiry and sales are 
heavy. After a long period of 
waiting, buyers are coming into the 
market for their first quarter needs, 
and sales to date are encouraging. 
Lots of 5,000 to 7,000 tons have 
been booked, and 1,000 and 2,000 
tons of foundry and malleable iron 
figure in the week’s business. Pros- 
pective tonnage is largest. North- 
ern iron for Chicago delivery is 
now $28, furnace, while prices 
quoted in competition outside of 
this district figure back under $28, 
furnace. The low point apparently 
was $27 and it is probable that this 
cannot be done now. 

Southern iron has reached 
Birmingham, though some makers 
are holding for $23 and others for 
$25. The sale of 1,000 tons of 
southern iron at $22, furnace, is re- 
ported. One thousand tons of mal- 
leable iron were sold to a Wisconsin 
user. Inquiry includes lots of 3,000 
to 5,000 tons, several 1,000 tons and 
more of 200 to 500 tons. Detroit 
and Toledo furnaces are selling in 
western Michigan at $26, furnace, 
this territory usually buying in Chi- 
cago. 

Lake Superior charcoal iron is 
quiet ; the price is unchanged. 

A wider survey of the iron and 
steel industry indicates an activity 
in future buying of a breadth not 
present in the market in some 
months. 

Practically all the new business 
is for 1923 delivery and the estimat- 


$21, 





ed requirements upon which con- 
sumers now are closing indicates 
that manufacturing programs for 
the first three to six months are 
pitched on a large scale. Some un- 
eveness in prices is delevoping as 
mill books have run down in cer- 
tain lines but there is an absence of 
weakness anywhere. Iron and steel 
production is about stationary this 
week. 

This week there has been much 
more interest in the market. Sales 
have been larger—and the difficul- 
ties of the situation are not the dom- 
inant feature. Shipments have been 
much heavier. The railroads have 
been able to supply more cars and 
move freight faster. In fact, the 
betterment in railroad conditions is 
most marked and while there are 
still some systems which are in 
trouble yet speaking generally the 
traffic problem, while serious, is not 
acute. 

As yet there has not been enough 
buying to stabilize prices. But the 
movement has _ been 
checked—and buyers are not having 
it wholly their own way. Sellers 
are more and more determined to 
hold things steady. 

Makers of agricultural imple- 
ments are doing much better. They 
look for 1923 to be a banner year. 
The farmers have been in such shape 
since the war that their purchasing 
power has been nil. But they are 
again in the market and the great 
shops that turn out implements for 
the working of the crops are begin- 
ning again to be busy. 


downward 
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INLAND Tite 
COPPER ALLOY — 
SHEETS pep 


REDUCE SHOP COSTS 


Increase the Life of 


Furnaces, Tanks, Ord er Ahead— 


Roofs and Ventilators 






































Avoid small shipments and put the 
difference in shipping charges in 
your pocket. Figure out now what 
you will need (Ford radiators and 
cores) and get it in one economical 





INLAND STEEL COMPANY 


58 Seat Banshorn 9 Chi shipment from our nearest depot. 
ut earborn St. :: 3: icago Cis eins shania cite te na ee 
Works: Branch Offices: - 


Indiana Harbor, Ind. Milwaukee St. Louis core on the way before night—but 
Chlcage Eatgnta, Um. St. Paul it’s better to have it under the 
bench! 








PERFORATED METALS 


_® y 
Kali 2 ud ; dis Radiator 


All Sie. ond Shapes of Holes 

In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining S E las V I Cc E 

EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING © 


FR" 610 NORTH UNION ST.—CHICACO. ILL..U. S. A.* oh 
N@ LIBERTY ST 


mo. + NEW YORK OFFICE - soo 














THE Gr& O MFG. CO. 





eyuanannatagnanngnnnnngnnggngneagggvggnsayas¢viqnuuuintsnt it MATT UU TUTTLE LLL Su 
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= sn = “Replacement Department” NEW HAVEN, CONN. 
: HESSLER 2 : For prompt service 
: oe shipments can be 
2 PLUMBERS = pong hom _stock 
= core depots in 
| ROOF FLASHING p 
best = moss BALTIMORE BIRMINGHAM 
aoe 5 SS ell ey ty 
= DAYTO 
The Plumbers Know 5 INDIANAPOLIS 
Write for particulars today E ween ee — 
: H. E. HESSLER CO. : PHILADELPHIA 
= Sole Manufacturers 3 
= » C. ER 
=: SYRACUSE, NEW YORK Former Manufacturers of the McGuire § = TS ae aa 
= 2 
mh 


MM mmm Ln TORONTO WILMINGTON 











Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly, 








METALS 

PIG IRON. 
Chicago Foundry.. 28 00 
Southern Fdy. No. 


ZB acccee wovccces 27 01 to 28 01 


Lake Sup. Char- 
COM] .ccccccces 


Malleable 


36 16 
28 00 


eeeeeeee 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix BOE sc cceseaves 11 25 
Ixx i ieeseeene 12 60 
IxXxxX a + die asieetecae 13 90 
IXxXxX er 15 25 
Ic eer 20 00 
Ix are 22 60 
Ixx Oi 6544800065 25 20 
IxXxxX i 7a oce SF OO 
(XxxxX EE ee 30 50 


COKE PLATES. 
Cokes, 180 Ibs... 20x28 $11 80 


Cokes, 200 Ibs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 Ibs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
SD - astdeiccent per 100 Ibs. $4 00 


ONE PASS COLD ROLLED 


BLACK. 
Me. BOGB.icccves per 100 Ibs. $4 65 
one per100lbs. 4 70 
ey Wvecascaswad per 100 lbs. 4 75 
Pe Meintsscenews per 100 lbs. 4 80 
i Mh ide ake per100 lbs. 4 85 
Be Bektervessinss Per100 ibs. 4 95 
GALVANIZED. 
eee per 100 lbs. $5 10 
Oe ere per 100 lbs. 5 25 
ere per100 lbs. 5 40 
ee per 100 lbs. 5 55 
Ds Kens <ceeues per 100 lbs. 5 70 
errr per 100 lbs. 5 85 
Beth Bessecceseces per100 lbs. 6 35 
BAR SOLDER. 
Warranted. 
SD stoves per 100Ibs. $25 00 
Commercial 
MD: “Subs oes per 100 lbs. 23 50 
Plumbers --Per100Ibs. 22 25 
ZINC. 
fo a re - 8 60 
SHEET ZINC. 

Cask lots, stock.. ----10%c 
Less than cask lots......... 11%c 
COPPER. 

Copper Sheets, base......... 21%c 
LEAD. 

Mmmesseam PAB cccccccccces $ 7 75 
BP bb caddednsennscdesese< 8 50 

Sheet. 
Full coils ....per 100 Ibs. 10 00 
Cut Coils .....per 100 lbs. 10 25 
TIN, 
se Perr Tere --Pper lb. 39%c 


eteececeoss cccewe e 0 ASC 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 


CESSORIES. 
ADZES. 
Coopers’. 
BartOn’s ..ccccccccscccesece Net 
WORE btkeccdeesesesvesees Net 
AMMUNITION. 


Shells, sae Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POWSEP ccccccccccesesoes 18% 
Winchester. 
ar Repeater 
ict eens oes 20 & 4% 
Smokeless Leader 
errr 20 & 4% 
Black Powder cmeen'sse a = 
oS ee 20 & 4% 
AIVOW ceccoccececceces 20 & 4% 
cs - eer 20 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
- 11-28 gauge 10&7% % 
ASBESTOS. 
Paper up to 1/16........ 6c per Ib. 
ROMDOCATE .ccccccccces 6%c per lb 
Millboard 3/32 to %....6c per] 
Corrugated Paper (250 
sq. ft. to roll)....$6.00 per roll 
AUGERS. 

e Boring Machine.......... 40&10% 
Carpenter’s Nut ........eee+. 50% 
Hollow. 

Stearns No. 4, oS eee $1150 
Post Hole. 
Iwan’s Post Hole and Well 5% 
eee eee eer eer eee eee eee ‘oO 
Vaughan’s, 4 to 9 in..... $15 60 
AWLS. 
Brad, 
No. 3 Handled..per doz. $0 65 
No. 1050 Handled ” 1 40 
Patent asst’d, 1 to 4 mis 35 
Harness. 
COMMON .ccccess per doz. $1 05 
POteBt ccccccces oi 1 00 
eg. 
Shouldered ..... ne 1 60 
—e 6doeewe ™ 75 
Scrate 
No. T3. Socket 
Handled ...... per doz. $2 50 
No. 344 Goodell- 

Pratt, list lemp....o.<. 35-40% 
No. 7 Stanley..... per doz. $2 25 
AXES. 

First Quality, Single 


Bitted (unhandled), 

oo = ZO See $13 50 
Good Quality, Single 

Bitted, same weight, per 

Fer EE pee 12 50 


BALANCES, SPRING. 
Universal. 


Sight ppeing, ccecee List less 25% 
Straight .. -List less 25% 
BARS. crow. 

Btoel, 4 8... 80 TPrccccccecees $ 80 
Steel, 5 ft ” pas deeooews 40 
Pinch bars, 

5% ft., is aeseeeceseses 60 

BA » WikkioiNs. 

VV. &@ B. Ne. Becccecevcess 0 34 
v. & B. No. + ithknhenewns 0 43 
V. & B. NO. 8234. .ccccccccce 0 57 
Vs @ BB. WO. BO. ccccsccccce 0 48 
V. & B. No, 880... cccccceee 0 63 


BEVEL, TEE. 


enn eabdinedaaseennsbeee ets 
we. iron handle......... Nets 
BINDING CLOTH. 
OS. cccensvensessdsedebeeese 55% 
MEN pcccnscoscseresoseoses 40% 
Brass, plated Seerevowevorsss 60% 
BITS. 
All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 
Reamer, No. 80, each... 41 
Reamer, No. 100, each... 41 
Countersink, No. 13, each.. 20 
Countersink, Nos.14-15 each 27 


BLADES, SAW. 


‘ood, 

Atkins 30-in. 
rere 40 26 
$8 90 $9 46 $6 40 


BLOCKS. 


Wooden 
Patent 


BLOW TORCHES (See Firepots). 


BOARDS. 

Stove. Per Doz 
26x26, wood lined....... 14 45 
28x28, be rr 95 
30x30, ie o  pawees 19 00 
26x26, paper lined....... 8 15 
28x28, 7 @eeenee 9 10 
30x30, S eo Veseawn 10 80 

Wash. 

No. 760, Banner Globe 

(single) .......- per doz. $5 25 
No. 652, Banner Globe 

(aingle) ....0.- erdoz. 6 75 


No. 801, Brass King, per doz. 8 25 
No. 860, Single—Plain 
Pump 6 25 


ee ee 


BOLTS. 
Carriage, Machine, etc. 


Carriage, cut thread, %x6 
and_ sizes smaller and 
whorter ...cccscccccccess 0% 

Carriage sizes, larger and 
longer than %x6...... 40-5% 

Machine, %x4 and _ sizes 
smaller and shorter..... 50% 

Machine, sizes larger and 
longer than %x4........ 75% 

| ~ Err 75-10% 

Mortise, Door. 
UE sanascasnene'd cease 5% 
Gem, bronze plated......... 5% 
Barrel. 

DE «<esassetssneneaeeeeeen Net 

TO n.n.c 00564900 80000860 - 

oo BEOMBOG ccccccece ™ 

. SPP Pererrrrereere rere Net 

Spring. 
DPE siccnuseevesequoons ms 
Wrought, heavy ........+.6. ” 
Square. 
WHOGEME ccccccecccccoscccss - 
BOXES 
Mail. No 2 4 10 
Per doz. $18 00 $23 00 $29 00 
Cast Iron 
Da GQ <ceeecencvesoeees $9 50 
Mitre. 
BORMEE SD ccccccesecs Net Prices 


Stearns, No. 2..per doz. $30 00 
BRACES, RATCHET. 


V. & B. No. 444 8 in....... $4 54 
Vv. & B. Me. 388 § tm... c0<2 3 89 
Vv. @& BB WR BSE & BB. 2c cess 3 55 
Vv. & HBA GE OD Ms ccecss 3 02 
BURRS, RIVETING. 
Copper Burrs only......... 40-5% 
Tinners’ Iron Burrs only..... Net 
BUTTS. 
Steel, antique copper or dull 
brass Te lots— 
yt ala -per dozen pairs " ee 
eum “Bevel steel inside 
sets, case lots— 
arene nena per dozen sets 7 20 
Steel bit keyed front door 
GOUG, GOBER cccescccsscsce 1 80 
Wrought brass bit keyed 
front door sets, each. 3 30 
Cylinder front door sets, 
DE. acti vatoutenseeeeses 7 60 
CALIPERS 
DG nnceaedanreedes scenes Net 
wine OMG GEER. cc cccccce a 
CARRIERS. 
Hay 
Diamond, Regular...each, net 
Diamond, Bee. occes - ” 
Cc ERS. 
Standard—Ball Bearing. 
o96600 (eessedecsacseene & 35 
DL: .nteeiOhesegs se 644040005 % 
Common Prato. 
Braee Weel ..ccccsccccscs 5% 
Iron x 5 OT wheels, % 
Piiiadelphia *'Biate, “new 
Oe 60SEC ECO RSCOREROS 50% 
Martin's on ewenes ones ieee 40% 
CATCHERS, GRASS. 
No. 1608..... -+-Per doz. "3 25 
No. 16658...... ééee 4 01 


CEMENT, FURNACE. 


American Seal, 5 Ib. cans, net $ +4 
0 lb. cans, “ 


we * 6§2361b. cans, “ 2 00 
Asbestos, 5 lb. cans wd 45 
POOGTR..ccccccce per 100 Ibs. 7 He 


CHAINS. 

Proof Coil, %” 100 Ibs....$ 8 75 
Weldless Coil, ..........6.. 50-5% 
Electric Cow Welded Ties, 

No. 00, 4%, per doz...... 
Safety. 

12 yds., per box......... 75 

500 ft. spools, per ft.. 02 

CHALK, CARPENTERS’. 

De sceneecevesend per gro. $2 00 
BOG ccccsccccccece 2 00 
TEED ceosesencssce ne = 1 80 
Common White 

School Crayon... “ - te 


CHIMNEY TOPS. 
ai s Complete Rev. & 
t. 


eee eee eee eee) 


-30 
Iwan’s Iron Mountings only. "354 
CHE 


CNOER wcccevcsecseccecese Net list 
CE cccenccescvcesees Net list 
CHISELS. 

Cold. 


¥ & B. No. 25, 4% in., each $0 26 
V. & B. No. 25, % in., each 41 


Diamond Point. 
& B. No. 55, % in.. 0 31 
v. & B. No. 55, % in.. 0 48 
Firmer Bevelled. 
say | Nose. 

V. B. No. 65, _ > ee 
Vv. é B. No. 65, % oon O @ 
Socket tene” 

Cape. 
V. & B. No. 50, % in..... 0 31 
V. & B. No. 50, % in..... 0 57 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
a eee List less 35-40% 
Yankee, for Yankee Screw 


PEED \ «sae sedsdcaseacnwns $6 00 
LAMPS 
Adjustable. 
De cssawadacedouenud 30% 
See. Ge  GPeccsccceneses 20% 
No. 100, Door (Stearns) 
PO. 264665008 90600606% $22 00 
Cabinet. 
DE. 646¢4066¢00¢06¢00na0G08 20% 
Carpenters’. 
Steel Bar..List price plus 20% 
Carriage Makers’. 
2%-inch......... per doz. $ 7 00 
O°" -wesenebes ~ 14 00 
ere ee - 28 00 
ae * pe cemeee - 42 00 
Hose. 
Sherman’s brass, %-inch 
= ewer ae $0 48 


Desbie, Soese, %-inch, per 
1 


do 
a Filers 
i, "Aajustable 
a Tee $ 8 75 


CLAWS, TACK. 
Wood hdl. No. 10. oof doz. $1 72 


Forged steel, wood 
en Ge seteseaces @ 3 28 
Ore sscasee 6 50 
CLEVISES 
TNERONRES  cecevecacs osuns 10¢ Ib 
CLIPPERS. 
Bet ( Carelus). 
[het ede henner ees -+-$2 50 
No ? $thbubnntGseseseeds -- 8 26 
We DBvsceenddenesceseeses 4 25 
CLIPS. 
BO stun cndatneens eee 65 & 5% 
Damper. 
Acme, \oagas tail pieces, 
DOP GOB. cccccceses 25 
Non Rivet tail pieces, 
SOG BOE cncccccscese ° 25 
Non BeeUSe GeeOcaccccccee 90 
MED eh ceesecetasanescce 50 
COLLARS, STOVE PIPE. 
Lacquered. 
De “<saxceces 6 7 
Fancy pattern, 
per GOs.. .ccas 65c T5c $4 00 
COMPASSES. 
CEE. itdeeenscacesesax 15% 
We see 
Pointed mooie 
3 Ib. and heavier.. Per, ib. 40c 
PE .Deucseeeewne aan 45c 
2 TDi cccccccce 06 68see pes i8c 
ie SS eeesee - 55c 
BE Bhecccesdecsencees a 60c 
CORD. 


No. 7 Std. per doz. hanks. 6. 9 85 
No. 8 1 40 
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ma SHEETS 


GALVANIZED BLACK BLUE ANNEALED as 


10 to 29 Gauge 18 to 29 Gauge 10 to 16 Gauge 


LARGE Corrugated Sheets for Roofing and Siding PROMPT 
STOCKS All Gauges, Standard Widths and Lengths SHIPMENTS * 


WRITE TODAY FOR PRICES 


THE SYKES COMPANY Gickéo/tiiinois 
Cee nnn ene ee ee 


KANT -BREAK 
Make bigger profits. LADDER 


Install this better HAT’S the name 


Ventilator. 
| Dye = ag | job wing AREX hee sad ly los prs co: of the ladder and 
succ uly lotice t Siphonage principie- —the ventilates also the reason why 


a ony Fo ng and cg ag A, three iy a air as 
others and is strong, rigt ight easy to insta solutely storm- 4 
proof andit has no movable parts. it can hold the ag- 


You’ll be int ted in th fit ke with : 
the AREX. Write today fer eatelog and price list. gregate weight of 


AREX COMPANY » 111 W. Washington St ’Chiveco, Il. six men. 
A Steel Rod in each rung 
A Steel Insert on both edges 
















































This is as fine an 
ear as can be made. 
Perfect, fine finish 
and nicely tinned. 
Write today for 
samples. 


BERGER’S of each upright and 
WROUGHT only the best materials 
STAR EARS used in its construction. 









That’s the proof of why 
they can’t break. Con- 
tractors who believe in 
“Safety First” buy the 
best ladder— 


KANT-BREAK 
Walchli Mfg. Company 


4711 St. Louis Avenue ST. LOUIS, MO. 


















We can 
Surnish sizes 
20, 30 & 40 
‘3 stamped 

i from sheet 
brass. 









Furnished 
im gross 
boxes or in 
bulk to 
suit the 
purchaser 











AI. ., <a 


BERGER BROS. CO. 
229 to 237 ARCH STREFT 


WAREROOMS AND FACTORY: 100 to 114 BREAD Cae 
PHILADELPHIA, PA. 





































Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of Cost no more 
Keystone = Lasts longer 
Copper Bearing : Therefore 
Steel Cheapest 


CLARK-SMITH HARDWARE CO. - + #£PEORIA, ILLINOIS 

















Dp away with high stacks, swings reely in the 
DX breeze and positively cures down-drafts. The 


Tj 
9 tree. gest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 


VENTILATOR and CHIMNEY CAP STANDARD VENTILATOR co. 
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Cc 
asia OTTERS, SPRING. FIRE POTS. HAMMERS, HEAVY. IRONS 
6G osa5cc% ese Clayton & Lambert's. , 4 pn ee ar 20% Sad. y 
COUPLINGS, HOSE. ast of west boundary line of yason’ ial Charceal ...c<e. per doz. 1 
’ Province of Manitoba, Canada, tg > ie 
DUG. «sho osevsneus per doz. $2 25 No. Dakota. So, Dakota. Ne: Single and Double Face. ...50% eor0 Ibs. yO = 7 75 
* raska, Kansas ahoma, Am- No. 70 Asbestos.......$ 
CUT-OFFS. arillo, San Angelo and Larede, NANDLES. No. 100 ae * oe net 
Seneeee gauge. ee eeceeee 35% OERB cccccccccccccsceccces Agricultural Tool Common nickel piatea” “2 
Oa I tad iahooh tonne corengaiiaaal 62% “ASUfYinch piain:..per doz. $3 60 Ms, Potts’ 7 
mf agg Be Turner Brass Works. Ea. Auger. No. 50 J. Enterprise, per set Nets 
Standard gauge ........ ee 0%  Seaster ‘Torch, 1 a 0 Common Assorted, per doz. $0 75 No. 60 T, ” “ os 
We BOUDE ko ctccctonncences 10% No 48 Kerosene- -Gasoiene a 2, Adjustable, ates. 6 00 ey 65 T, - a = 
“eee een ee » ° 
Div aMPERS, STOVE PIPE. No. ngter sere. pm Tee 6 Ives’ Adjustable, per set.. 1 35 “No. cy doz. sets.$2 60 
6-inch.......... --Per doz. $1 60 Gasolene, 1 Qt.......++. 695 Axe. No. OB “ ™ “ 2 15 
Cast “American.” . No. 30 Kerosene-Gasolene Hickory, No. 1.. oer doz. 3 00 
6 inch per doz... $1 50 Torch, 1 qt. (new line).. 6 48 Hickory, No. 2. 2 00 JACKS. 
i ne > - “#2 Se No. 33 Single Jet Gasolene : iat gual becgnd growth 6 00 Wage. 
ee o. * ° ek 2 Bicexseccts ks 93 e, 2nd growth 4 50 tichard’s No. 1. 
 - 7.  m : 40 No. 53 Plbrs. Furn. Galv. Chisel. Oliver, a ee 
10 “ o « 6 75 Iron Tank with Bulb, 7 se Hickory. Tanged, Firmer — eeceeccees $0 60 $0 80 
“ “ ge Cees eesos BER «HEB, ccc cre scccesescoes NS re eee ee ee ee 
Check. 8 00 No. “G3 Plbrs. Furn. Galv. Hickory, Socket i wt Standard, : * 
_ ae a $1 00 Iron Tank with Pump, 7 Assorted ........ per doz. 70c Each ....-+++++: $0 60 $1 00 
gs « 7 he abe 1 25 c DUB. _ccscvcecesecccccece 747 Coal Pick r NOS. ....e-eeees 
9 es te ppt core 1 60 No 56 Plbrs. Fur ) See ae ee ee ee 40% Big I ~ cu elt ins 40 
wo saeeeseeeeeee 7 80 Straight Side Steel Tank Drifting Pick ..............- pf dibabbene ieee ter 
m : fn neerhtetr kee ote . AF = nn ami BS GB Wiha, .cccccccccces per doz. $1 20 it 
ot Be ». urn. ? 
8 inch per doz......... $2 50 wae hae peer rT — 99 Beet Toppin - 
* . ump, aevaira Se SOS 

- . oo saeeeaeees 2 tte dln o- Pp 9 54 Second. growth hickory, Clyde, 9- in “Scimitar Blade, 

i nc ir pe ROR RAO 4 < i teastene with iO Nt i sn ee deta o 40 e GOR. -n0.059<40 cc eescocese 25% 

14 oe. 2s +H large shield, 1 gal..... $6 75 May and Manure Fork, Han- — IE 5 Se 25% 

DIGGE No. B Furn. Kerosene, 1 es, Strap and Ferrule Beechwood Handles, 6-inch 
iin sittin RS. wonky idsiee  Kengscns oe ft he per Ges. 97 00 blade ......... ' 25% 
ole. ; zier, Kerosene crew Driver. Beechwood Handles, 7-inch 5 
ae Handle or Gasolene, 10 gals... 47 52 ABBOTTOE cccccccccccces each 6c eechwood Handles, 7-inch % 
= Handle...per doz. $14 00 an a. = 92 CEE SBA EIEN. +0++~045--- _ pe mation, S-tinch 4 
-ft. Handle...per doz. 36 0 No. 83 To ch, Gasolene, 1 as . - £4» glee Mee ........:..... nh 
Iwan’s Hercules pattern, , oreh, Gasoline, i 40 Per d0S. .....-ssscerees- $2 40 cugere "tne seassccseucked 25% 

a” eee coccccces. 14 90 No.6. Torch, Gasolene, 1 Benwing. 

DRILLS. eat eee aaa 05 HANGERS. tandard ..cccccccccccccece 25% 

& B. Star, 12-inch Length. GALVANIZED WARE Comforter, Pepe. Barton's Car enters’ <2... 28% 

bs 5/16 and %, each.....$ 25 P Milcor. Perfection Wire.....25% Hay 4 mm , eeneye 25% 
EE decade kechskn << a a Tro , 

oer HE pate competition). ata Het*nangeel sosg igang Sold Socket. ...-..289 

: eascesageccosccs §=—BR BREE, te ceecesccncsecces 200 Triple Twist wire........... , EWG costes sececcscees 25% 

& BE , & 18-inch Length, 81 eat. peeeeeeeseeeseseun 2 35 Mileor reiinse Wire. 5th ies es et oe Edge. ....... 25% 

"5/16 and 4%, each......... a eee ee eS 250 Milcor Triplex Wire........- 10% oe Se Serene ce ae 

Se, each ....... eee 45 —_—< No. 1....+++++- : +4 Milcor Milwaukee Extension..10%, <a 

FIDL aceatiea nfeain 6 ate alee a EC Stresetorepsvessesss cor Steel (galv. after form- ee gt tea Pesense see 25% 

1%, each seer — 1 05 No. D Wesicudeceswebestwes 7 75 wine List, plus crit sitaentte 12% % aren BO. Bi nes cccrcece 25% 

i cor Selfloc . T. Wire, y- 
799% | of Standard — oa DOOR mmc te are - a Comenga tne ee oere 25% 
cree a cg cee cece. BtMAMOY ceeecceerececeees All net SOE +p bb5devdacdutoes-< 
Galv. " crimpedge, “crated: .! 276% GAUGES HASPS. Scraping. yee 
ELBOWS—Con . Hinge, W ” Beech Handle ..........+. 25 
Selvemsee Steel, YY Ay Marking. Mortise, etc........ Nets . rought, with staples. Net ee ee 26% 

ain Round or Ro M 

2 to 6 inch, sia eauce tae Pee eee Pee 25% , HATCHETS. KNOBS. 

3 te 6-inem, 86 Gouge... 464 V. and B. Supersteel. Each Door. 

2 to 6. inch, 24 gauge ....20% GIMLETS. Broad, No. 1, 24-02 $1.43‘ Poresie: ber gre O 
reo ima. Cn Ee 65% f ee ©~s6Egee 7 Porcelain ms 20 
ales plas" ae" corruasted. % and 10% Broad. No. 3, 32-0z 178 Jet ° 

falv., plain or corrugated, round GLASS. . ee No. 1, - 1 25 co eats Sere : sins 

alf, No. 3, - 1 37 

“Crimp. Sta. | gauge. ....... 65% Single | Strength, A. and B. a oe © - 1 31 Step. neice 

7 — -4 ~~ ee 6% i See 84% Floori "No. . : Common, per 28 

84 Gauge Std. gauge....... lo ouble Strength, A, all sizes 79% ng. XO. - 1 43 Common, with Shelf. ada 10¢ - 
Square, Corrugated. Double Strength, B, all sizes, 85% Shingling — - 1 60 epee, with shel =e 

26 gauge ...... GLU Shingling, No. 2 - 120 . Challenge, 6 to 9 incense nen 

Ende vrrse sees am LUE. BRIDE NO, 2 28,0 Ta AME He CCT 

gd gauge ere per Ib. Ste tm, No. 5, 11-08...... 1 25 LANTERN 
Portico Elbows. — & ee c Me ONO es, 22 “re w_ Per doz 

Standard Ga : alf, No. g err $1.82 Monarch ti ; 

iain ae oe ee Pipe, ° Underhill Pattern Lathing, Dietz No. 7? oale blast siete +3 os 

ay > tetrgpernget 10 & 5% TOW, WeOBrcccccoccses 229 Best tubular * pelea comment 25 

Nested solid........... 70 & 5% a setns Ie, '6 

HINGES. UDUIAP .occccescccccees 6 90 
ELBOWS— - . 
1-piece Servuantene a Heavy Strap, in Bundles. LEATHER BELTIN 
Ph ™ siitiinek: date 4 inch, doz. prs..........- * 93 i . NG. 
ade Seaplane et . , AXLE. S wweceuceee 12 From No. 1 Oak 
@eeee 1 38 “ “ “ a Tanned Butts. 
MES ae = 54 Wood Boxes. : “ ae hee eee ees 1 54 Extra heavy, 18-0z....... ot eS % 
SOO 46. ach fed Gace. 193 Frazer's ....... cee Ok. 30) dicts Sete @ ee eee 7o Bleavy. 16-08. .-.~++. 40% 
Special Corrugated Hub Lightning ......... 750 xtra Heavy T in Bundles. Medium, 14 %-02...22..311.40% 
jis Doz. Wood Pails. 4-inch, doz. 41 SMB, TOOB.. ccccvccccvecs 50% 
$-Inch ......eeeeseeeee sees $1 27 Fraser's, 15 Ib, $1.00; 25 Ib. Tw 7 1 50 LEATHE 
a Se Reine es eer int 76 eac aes : 1 85 R LACING. 

Uniform, Collar Adjustable. — Hub Lightning, 15 1b, 90c; 25 * 320 © swine 
5-inch 0z Ib., $1.21 each. Cut, strictly No. 1.......0.. 45% 
6-inch 

HAFTS, AWL. LEVELS. 
7-inch Y ; mr yey eee A TERE Net Disston, No. 28 Asst........ $22 05 
woop FACES—50% “ar tan. plommon aes per doz. $0 35 menue a a a6 2 in., each 1 83 
FENCING. Patent, plain top. “ 60 Box. ; 2 Shafting fy ree 3 $ 
Lawn fence, single space Patent, leather top “ 80 V. and B. No. 9, each....$0 26 ght 6 in. gr. glass . 20 
PE te Sdbedeeuebenses oa 12 —s. “ Conductor. ‘ “ aE ~ —epeeae + 

pea fence “dinate “soamn’ Gomme cccciccc: BS ueaeer Beate oon nstetem 5 Bag He aaa 4 4 
dame A SF CE eae es Milcor ........ wet tts e tees ry 28-30 i 2 wih 

oo cee here C"apace, | || HAMMERS, HANDLED. ye — 
va» nee double space, All VY. and B Each, net Cotton. sar Stov LIFTERS. 
pe ee 13 76 Sackemitas “Hand, No. 0 V. and B. No. 8, each.... y = Se per $6 00 

eee tens bottom ae ee des Meee 1 90 Hay. Coppered ........ gro. 00 

Age Bh -~alblepeee 36 80 Datuers, No.7. 1-05... ¢ V. and B. No. 1, each.... 26 ate uta 
Field fence, 32-inch, No. id Machinists. No. 1. 7-021... 78 Bar Meat. °" Sagesem. 

top and bottom 12 filling 30 34 Nail. , aot Vv. and B. No. 26, %” PAYSON’S 1.66... e cece eee cee 55% 

Wemee, © BRE. <ciccccces 39 41 he" ope No. 41, 20-0z., ye Seseccsocerevcess Rs 09 LOCKS 

FIL eigen. WETS 45 and B. No. 28, %” Door. 4 

Heller's (American) .65-5% vanadium spire = Settee ay Re i a 16 IN. 60"Siegrns. .per, doz. #11 90 
American «..+-..+++0+ 55. 65-5% V. & B., No. 11%, 16-oz., “ oe = No. 80 Pere “90 00 
Arcade ooo ei 60° & 10% ee on ee ee ye ae oa ; 
on Breage peeppee ot Garden City, No! 111%, 16: BARS mo No. 6, each « tem 
Great Western jagvenee é & 10% Tinner’s ‘Riveting, wacrer*s: V. and B. ‘No. 8. each..... li Fibre Head, Fn 2. per doz. +3 4 
ee See eeee* es ‘oy o QR cece cscecececscs 82 - v 
oo a nese LO, eras 60 & 10% Shoe, Steel, No. 1, 13-0z., HOSE. No.3% “ 20 50 
SEE “‘fotetecuecessees 50-10% ~ DEE uavehdenis tedee~w ee 65 Per Ft Round Hickory 
J. Rarton Smith... .....50- “tase <= ti %-in. 2 ply molded..9%ctol2%c — “""***"* per doz $3 00— 5 00 
OF yetesenRipmepenet eeeee Net “Thee ; No” .- he Ce eae, 8%c to 10c Tinners’. 

. & Ds Ss we 72 %-in. wrapped ..... 9%cto1l3%e TT, BUTTE TIL per doz. $2 25 
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NEW CHICAGO 
ROTARY SLITTING SHEAR 


Used in Connection with a Cornice Brake 


Will Split 


Guaranteed ee 
to Cut a 

24-Gauge Cut Strips 
at 

fron Any Angle 





Write now for information 


MAPLEWOOD MACHINERY CoO. 


Dealers in New and Used Machinery 
2547-49 Fullerton Ave. CHICAGO, ILL. 

















Steel Ceilings 
Side Walls and Cornices 


Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 


Junction Pensbecet Dla. *™* ~Detroit, Michigan 














Something Worth While 


Our No. 61 Coil Fire Pot is the best 
and most Reliable Coil Fire Pot made. 
Tank is made of heavy gauge, seam- 
less drawn steel, tinned inside and 
out, rust proof, fitted with extra large 
funnel and filler plug with dust proof 
cap. Every mechanic should have 
one of these fire pots. 

Jobbers supply at factory prices. 

Send for free catalog. 


ASHTON MFG. COMPANY 


Newark, N. J., U. S. A. 





No. 61 Red-Hot 
Fire Pot 











“DOUBLE NEEDLE” 
THE TORCH OF TODAY 


Modern low grade fuel has made obsolete 
many of the old style Torches having Burn- 


ers with sharp pointed Needles. No. 208 
Double Blunt Needle Torch is up-to-date, 
burns gasoline or kerosene perfectly, pro- 


ducing 300 degrees more heat. Orifice can 
not be injured by forcing Needle as in 
other makes. Upper Needle has wire tip 
that cleans, lower regulates flame. Jet 
Block is removable. It is practically fool- 
proof. Jobbers supply at factory prices. 
Ask for a catalog. 





List Pris tax'nz = CLAYTON & LAMBERT MFG. CO. 
Ask for Discount 10635 Knodell Ave. DETROIT, MICH., U.S.A. 















HOUUTHULTUAAAAUA HOON tt i 


C. G. HUSSEY & CO. | 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 
SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, ‘SPIKES, RIVE TS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 
Branch Warehouses in New York, Chicago and St. Louis 








EU 


ULAR Ai 


Torch Makers 
for 50 Years 


FoR 50 years the Turner Brass Works have 
been makers of blow torches and furnaces. 
Ours is the largest plant in the United States 
devoted exclusively to the manufacture of 
these products. 


-_ 
= 
- 
~ 
- 
a 
— 
~ 

a 





E illustrate three of many ex- 
clusive features of the Turner 
‘Master Line Torches.” 


the burner tube that becomes white hot, in- 
stantly vaporizing kerosene or gasoline. This 
insures a hot, dry, clean, highly inflammable gas 
that gives complete combustion and a hot flame. 


1 “The Hot Spot Hump.” The obstruction in 


torches, operators with more muscle than 

brain are almost sure to enlarge the orifice by 
strong arm work on the control wheel. This is im- 
possible on the Turner, because the shut off and 
needle valves are separate. Results: Positive and 
delicate control of flame, from full blast to fine 
needle point, and an orifice always just right. 


2 Separate Needle Valve Control. On all other 


centage of air in the mixture. This means 

hottest flame with least fuel. Additional oxy- 
gen is admitted in a long slot in the top of the Burn- 
er tube, which deflects the flame positively against 
the “Hot Spot Hump.” Note there are NO HOLES 
in the burner tube, one reason why the Turner 
“Master” Torch won’t blow out. 


OTHER FEATURES: 


Safety Valve and Air Release, making this the 
only SAFE torch on the market. 


Pistol Grip Handle that won't tire the operator. 
Lubricated Pump Leather. 
Only ONE Opening in the Tank. 


Send for Turner Bulletin 


4 tr td 5 


Oak Street 


3 Flared Air Inlet, insures the maximum per- 


District Representatives: 


Rice-Hitt Co., 709 Mission St., San Francisco, Calif. 
Rice-Hitt Co., 1427 L. C. Smith Bldg., Seattle, Wash. 
Rice-Hitt Co., 417 Hibernian Bldg., Los Angeles, Calif. 
Turner Brass Works, 36 Murray S8t., New York, N. Y. 
A. H. Deveney & Co., 4th National Bank Bidg., Atlanta, Ga. 
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MATS. PINCERS. 
National Rigid ....5&10&5% All V. & B. ° 
Acme Steel Flexible.......60% Carpenters’, cast steel, 3 
Bach $0 43 $0 62, of? 81 $0 72 
MEASTRES. Blacksmiths’, seeee 
Galvanized, doz........ o+ee--Nets 
SRUMEMOE, GOR. ccccsccccnes Nets PINS. 
Clothes. 
-MITRES. Common, per box of 6 gro. $0 95 

Galvanized steel mitres, and 
caps, end pieces, outlets. . .80% PIPE. 

Milcor ...... Conductor. 

Galv. ene piece “stamped. rn 40% Plain Round and Round Corru- 

ated. 
MOPS. 29 Gauge ....--++++e+e- reat 
Cotton, Star (Cut, Ends). Re ee rmiomne "TI 1085% 
Pounds 18’ 24/-3-oz. a. eas 10&5% 
Per doz. 4 +0 t 36 I De een eee 
DE | éenxdsackarnoamane 16%% “Interlock” Galvanized. 
PY 6cceeeeeeevece ces 50 & 5% Crated and nested (all 
BAUGES) 2c. ccccecece 60-20% 
NAILS. Crated and not nested (on se 

BAUSES) ...ceeecceece - 

Ce Gee. cesses bbe raarnweed $4 60 

Corrugated A and B and 
nd BROM .cccrce Ceeccscces -. 4 60 samvOctagon. S 65% 
e. DD «cceceecuceseeen ‘o 
PL, pntien sennagwesa 3 45 28 nate eee eee oon 65% 

Cement Coated. 26 ene e ee eees oooe 8S 
Small Lots ...... eer 2 30 24 cbieteenewunee ee ’o 

Horseshoe. “Interlock.” 

BRNO  ccccccee ecvcous 55 &5 Crated and _ nested (all 
Capewell 4 gauges) 60-20% 
<< séaaaneeececasde Prices for Galvanized Toncan 
UtNAM $ ..cccecs eseesens 20 & 5% 
Metal, Genuine O. H. Iron, Lyon- 

i cities cmeen iawn Geen 30&5q% Metal, Gal and Keystone C. B. 

cture, on application. 
SE SE Seccesstesccee a 

epppeenenanee Stove. 5 inen Per 100 Joints 

auge, nc , & 

PUPEETS. « -List plus “15% nested ee nee ae 15 40 

NETTING, POULTRY. 26 Equse. 6 inch E. C. ~~ 

RE. 2:00sehugesesseees 

Galvanized before weaving...50~. 26 gauge, 7 inch E. C. 

Galvanized after weaving...40% ll OEE ED 18 70 

28 gauge, 5 inch E. C. 

Nail Cuttin NIPPERS. OS ears 13 20 
Vv. & B. No. cs wus cise eee 28 gauge, 6 inch E. C. 

Double Duty. SS er Hibbeseker 14 30 
_t 2 9 eee ose 28 gauge, 7 inch E. C. 

Hoof. mested ...-cecrecccceees 16 50 
BENNO D cscccceseneses 0 & 20% 30 gauge, 5 inch E. C. 

Vv. & B., No. 52, “each oe $2 MONO 2 ccccccceccccccocs 11 00 
30 gauge, 6 inch E. C. 
Hose NOZZLES. DEE dé<cewentaveene vee ee 
0 
2 30 gauge, 7 inch E. C. 
ag teeceee per doz. $8 50 nested A Saag dedi cee aha 14 30 
T-Joint Made up. 
OILERS. DE ent Gahewemwns per 100 38 50 

Chase Pattern. Furnace Pipe 
Brass and Copper......... 10 5 7 Pai 
Zinc Plated.. . n6de6 ean 0& He a Wall hana one we on 

Raitread. single. pA. Pipe, Round 

DE sasddéoesccees oe ee 2085 pe NBS .-+seesees 
ROU Wenerndechac bad B0RSe ge 4 and ang wre 
pe, _. << ee os 

oo 0 10 & 5% Mileor, galvanized...........- Net 

Can OPENERS. PLANES. 
sametiee evened per doz. $1 30 Stanley Iron Bench.......... Net 

ever - eeecee . 65 

Crate. 

V. & B.....per doz. $7 25-11 00 PLIERS. 
(V. & B.) 

; PAILS. Nut, No. 3, each........... $2 60 
14-qt. without gauge, = No. 5, each........-+- 64 
18:qi.”" without" gau doz. $9 50 ” ee fee 69 

- gauge, 
Bp Tee eaessees Sh per doz. 11 00 Gas, Me. 7%. GOGR..ccccccesce 55 
20-at, * without gauge, 19 No. 8, each.......cee. 61 
Se per doz. 11 75 ee We. 2B, GOORiccccccccss 87 
}- Lining or Crimping. 
s qt Ic Tin - Per doz. $4 $e i Wesed~ctecnsee 64 

Stock. Button’s Pattern. 

Galv. 16 18 20 WUO. 6 GBERMc cccccccocceses 61 
Per ‘ak So 1 10 75 12 75 14 50 MO. 8 GOO. cccccccceceses 74 
Water. 
Galvanized qts. 10 12 14 Double Duty, No. 106...... 50 
Per doz......$5 75 6 50 7 25 
Weed. om POINTS, GLAZIERS. 
able, 2-Hoop....per doz. Nets y 
Cable, i hh “ Nets No. 1, 2 and 3...per doz. pkgs. 65c 
Cable, 3-Hoops, brass “ Nets 
PANS. POKERS, STOVE. 
Wr't Steel, str’t or bent, 

Dripping eoccces ecceceoese AER 0 See ane tare en per r doz. $0 16 
Geeumen Nets Nickel ‘Piated, coilhanl’s “ 1 
MEE Nadevevsedssscesesue = 

Mqpetine. PULLEYS. 

a 1 2 3 Awning—Jap’d .........00.. 10% 
Per doz. 660 6060060666 60% Nets Clothes I th oe ee 10% 
PAPER. Hay Fork. 

Roofing. = Square Tren Wheel, 5-in..per doz. $2 50 

Best grade, slate surf. prepa $1 8 Wood Wheel, 6-in. 2 65 

Best tale surfaced. " 3 38 Wood Wheel, 6-in. 

Medium tale surfaced. 1 60 pass knot ..... 3 00 

Light tale surfaced. 0 90 

Red Rosin Sheathing, ‘per ton 55 00 Sash. 

ee ebmesrages nese ose ot 
ommon-Sense, S- cuean .-Ne 

Guus : PICKS. vnpire Pattern, 2- is eesnne oes 
mtractors’ ..... ooveccevees 4 OAL cccccccccceccscoseccce e 

pe PPT TS TEE 50 & 5% TS CTT Tree oeeesNet 
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PUMPS. 
ray. 
Midget Junior....per doz. $3 75 
New Misty ...... we 6 00 
Crescent ..cccece * 6 60 
PUNCHES. 

Machine. Each 
V. & B., No. 11-13, %x6...$ 19 
Vv. @& Be Be. CA, Bee. cece 27 
V. & B., No. 10. %x10..... 29 
V. & B., No. 1-6, %x6..... 12 

Center. 

V. & B., No. 50, %x4...... 14 

Belt. 

V. & B., No. 101-103....... 24 
T, Bic BR. CPEs ic cies 33 
V. & B., No. 25, ass’t..... 3 80 
Parker Metal Punch No. 
ee éxeniwseeeeeses each $7 00 
Parker Extra Punch. 30 
Parker Extra Die..... 40 
Whitney’s Ball Bearing.. 
indeheee -Prices on application 
PARERS. 
Aa. 
are per doz. $10 80 
Turntable ...... » 11 40 
White Mountain = 8 40 
Reading No. 78 - 11 40 
PUTTY. 

Commercial Putty, 100-lb. 

MR eascsves ne seeren dune $3 60 
RAKES. 

Garden. Per doz, 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 25 
Malleable Tron, 12-in. “ : 75 
Malleable Iron, 14 in. “ 5 00 

Hay. 

Weee, 38 Dest. ..cccrece $4 00 

Lawn. 

i er a per doz. 5 50 
RAZORS—SAFETY. 
ee eS per doz. $45 00 
Auto Strop = 45 00 

ieee a a 8 40 

Gem (3 doz. lots).. s 8 00 

Ever Ready ...... ” 8 40 

Ever Ready (3 dz. lots)“ 8 00 

RAZORS STRAIGHT. 
RAZOR STROPS. 
Set “SD eG cdenecwanen 50% 


FLOOR REGISTERS AND 
BORDERS. 





Re ee ae 15% 
Steel and Semi-Steel........ 30% 
| SE 0% 
Adjustable Ceiling Ventilators 307 
Register Faces—Cast and Steel 
Japanned, Bronzed and Plated, 
ao RL ree 30% 
Large Register Faces—Cast, 
| ee ere: 
Large Register Faces—Steel, 
BONEO GO BBs si cecacccecs o 
REGULATORS. 
(Parker Dial Damper with 
Bearings.) 
Dt 6s ss eedkhuddekwues $ 50 
a Gk, ceusecwndeneess 5 50 
RIDGE ROLL. 
Galvanized. 
0 eee 70-25% 
a eee 70-25-5% 
DE «denteasiade 
Plain, crated aa 
eee WON ssiccecesas 75-24% % 
RIVETS. 
Copper Belt ..... 50% Discount 
COPPCTEE TIGR cccccccccces 50% 
DE <i deanadenwenaid 50% 
ee per lb. $0 17 
Slotted Clinch per doz. 60 @ 1 10 
Tubular. 
Nos. 1 and 2 assorted sizes, 
wt KO Sree doz. 75c 
Nos. 1 and 2 assorted sizes, 
Be CE Mi ecéccccas doz. 1 40 
ROPE. 
Cotton. 
%, 5-16 in. and larger, 
DP TE etecesceses 50c to 60c 
Sisal. 
Ist i wores base eS 15%ec 
ek Pekesgns teens 2%ctol4%e 
Manila 
1st ha omatend 
6%c to18%e 
haan iste to16%c 
a Re Grade, “per Ib. 15%e 
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SAWS. 

Butchers’. 

Atkins No. 2, 14-in...... $12 75 
” No. 2, 18-in...... 14 30 
™ Be. Vo Bee ccccs 15 85 
“ No. 2, 22-in...... 15 92 
ms No. 7, 20-in eee 18 05 
- No. 7, 24-in...... 20 20 
* We. FT, BSERccaccs 22 35 

Compass. 

Atkins No. 2, 10-in...... $ 5 45 

No. 10, 10-in...... 5 60 
pi Blades, No. 2,10-in. 3 26 
” No. 2, 10-in. 3 80 

Cross-Cut. 

Atkins No. 221, 4-ft.... 3 03 
” We. B81, O88. .ccce 4 45 
” No. 221, 8-ft...... 6 07 

Flooring, Hand. 

Atkins No. 96, 16-in...... 20 45 
” No. 96, 20-in...... 21 70 

Hand and Rip. 

Atkins No. 54, 20-in...... 19 50 
* No. 54, 26-in...... 24 40 
- No. 53, 16-in...... 18 10 
” No. 53, 20-in...... 22 30 
- No. 53, 24-in...... 26 60 
i No. 53, 28-in...... 81 45 
- No. 53, 30-in...... $4 15 

Keyhole. 

Atkins No. 1, complete.. 3 10 
= No. 2, complete... 3 70 

Miter Box. 

Atkins No. 1, 4x20...... 32 65 
> No. 1, 5x22...... 38 00 
"7 No. 1, 6x88...00. 42 20 

Pruning. 

Atkins No. 20, 12-in.... 8 45 
- No. 10, 16-in.... 18 15 

Wood. 

Atkins No. 202.......... 7 19 
- ce Por 8 76 
ei eer 15 50 
= ce er 16 56 

SCOOPS. 

Hubbard Western Pattern Riveted. 
Size A B Cc D 
1.. $16 75 16 0 16 25 14 45 
4.. 1785 1710 16 36 15 60 
6.. 18 65 17 85 1710 16 85 

SCRAPERS. 

Box. 

No. 6, six blades, each.... 25c 

Hog. 
oe, G. Cis c cansssvscscese 25¢ 

Floor (Stearns). 

BOO. FTO, GOO. ccc ctccccss $11 60 
SCREEN DOOR HINGES. 

Ce TG accccetnces gross $13 00 
BEE a cakid wig aidnadia es ” 9 50 

SCREWS. 

Bs 60s ncceen Standard List 45% 

Lag or Coach—all sizes, 
gimlet pointed ......... 40-10% 

Wood. 

z. RE, Mt. 6. ccesess -82-5% 

Bi, BEG ccccceoses 76-20-5% 

3 i Me Gcecccecnee 70-20-5% 

i Sik Des tcesretenes 78-5% 

es Ee BEB ccc cvscee 70-20-5% 

Sheet Metal. 

No. 7, %x%, per gross. ‘$ 55 

No. 10, %x3/16, per gross. 75 

No. 14, %x%, per gross. 90 


SCREW DRIVERS. 


Uncle Sam Standard Head. 
S GROMER, CREB. ccccccceces $ 45 
& inches, each........... 52 
8S inches, @GACR....ccceccsecs 68 
12 inches, each..........-. 1 02 
Uncle Sam Insulated Head 
BS Mpehen, GOO. cccccccces $ 49 
6 inches, each........... .o 
8 inches, each......ccccce 76 
BB BRGNOR, GRGRc ccccvcccece 114 
SETS. 
Nail. 
Vv. & B. 
No. ae. in cardboard 
DED acaseuesaveee doz. $1 55 
No. 100, in wooden boxes, 
cencnaseaeee doz. 1 58 
No. “30; assorted,....doz. 39 
No. 5, in cardboard boxes, 
insbeghneee keene’ s doz. 1 25 
No. 5, in * wooden boxes, 
pet edemnhaeed eae, doz. 1 30 
Rivet. 
Vv. & B. 
PRPTROTS  cccccccesccosces $0 19 
Timmerm B46 .ccccccccccce 0 40 
” SD dstecdusaue 0 60 
Saw 


Atkins No. 10....per doz. $3 80 
“ Se ae > 6 20 
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Hundreds Best by Test of Thirteen Years 
in 
9.8 Novy Over 28,000 in use Leaders and Gutters 
Assenals. Simplest Construction, Fewest Parts. usiest 
sot tains: naierenpualaannnindase Made From Horse Head Rolled Zinc 
No. 2 Punch—Capacity 5/16 thru % Iron. Length 
23 inches. ° ° 
Only Portable Channel Iron Punch on Market. Ca- last a life-time 
pacity % thru % Iron. Punches to center of 4 inch 
Channel Iron, with 1% inch flanges. 
Pilate. No. 8 Tiuners Punch Ga. The NEW JERSEY ZINC COMPANY 
pacity % thru 18 
gauge. Established 1848 
160 Front Street New York 
No. 1 Punch— Chicago: Mineral Point Zinc Co., 1111 Marquette Bidg. 
i Pittsburgh: The New Jersey Zine Co., (of Pa.) 143¥ Oliver Bidg. 
Cleveland: The New Jersey Zine Sales Co, 1138 Guardian Bldg. 








Ank your Jobber. San Francisco: The New Jersey Zinc Sales Co., 1205 Merchants Exch. Bidg 


write us. 
| The World’s Standard for Zine Products 


W. A. Whitney Mfg. Co., Rockford, Ill. 
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LIGHTNING STOVE PIPE MACHINES 


Save time, money and labor. The LIGHTNING STOVE 
PIPE MACHINE is the only one on the market that will 
rapidly and perfectly close the seams or groove Nested : 
= Stove Pipe. Can be attached to any post, wall or 
bench. It is adjustable to all sizes and gauges of 
Stove Pipe, Furnace Pipe and other Sheet 
Metal articles. Simple, Rapid, Noiseless. 
Write for particulars 













The Best by Test 


The Whitney Ball Bearing Portable Rotary 
Hand Metal Punch 


Is the lightest, most compact, and of greatest capacity 
with same length of handles as any portable hand 
a ale |. metal punch in the world. 
STOVE PIPE MACHINE Nee Don't ccmpare this Tool with the ordinary screw punch, it’s differ- 
: ent—much faster and better. Every frictioned point, Ball Bearing. 
All wearing parts hardened throughout. 
Write Us Today for Prices 


Manufactured by WHITNEY METAL TOOL CO. 


HEMP & CO., St. Louis, U.S.A. | O6 Fecbes St. Rockford, Iilinois. 


PATIO eH ee eee eee eee TUL 


CHICAGO STEEL CORNICE BRAKES 2 
STANDARD OF THE WORLD 5 
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When it comes to Galvanized 
Shingles, use Cortright Hand Dipped. 
They are first formed of prime roof- 

ki ing tin, and then coated separately 
in a zinc bath, receiving a heavy 


TANNIN 


LUUUNEEDAALULNLAL 


coating on both sides. 


— Metal Roofing Co. 


THE BEST BRAKE FOR ALL PURPOSES 
Men Durable, Raslest Operated, Low in Price 
Made in All Lengths and to Bend All Gauges of 
Metal. Over 15,000in use, 


WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. cO., 2915 §. Halsted Street, CHICAGO 


AUANNNNNONEEETUUUNALUNELUUUONENEELEUUUGANEUOUUUULG4GUEUUUUOANdOE LAGAN 
WUOOUDSUGOOESOSUSOAUSOSUSAOESOSOCAONEAOUSUOUSUUUCAECCAEECOUUUOEEOOUEOOEOEON u 


50-INCH FORMING ROLL 
This Forming Roll is built 


Ple in all standard sizes, with our 
lease Mention Patented Opening Device by 


AMERICAN ARTISAN AND |] Sitisedine few ssconds 
HARDWARE RECORD teint tes 


When writing to advertisers Write for Catalog “R” 
BERTSCH & CO., Cambridge ity, Ind. 


VIKING SHEAR 


Compound LEVER Handle — Removable Blades 


A child can work them 


Send for catalog today VIKING SHEAR Co., Erie, Pa. 


WNT 
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46 
SHEARS. 

Per Doz. 
Nickel Plated, Straight, 6” $12 90 
“ “ “oe v hed 14 85 
Ty o - 8” 16 80 
Japanned, Straight ....6” 11 00 
sa = sot” ae 
a + cooge” (Se 86 


SHEAVES, SLIDING DOOR. 


Common. 

| Perr er 3 4 5 

Per G06 sccces $140 175 2 40 
Hatfield’s. 

Per set $1 80 210 2 75 26 

SHINGLES. 
Per Sours 
Wie CUE) 6 cicctcavas $15 00 
SHOES. 

Milcor. 


Galv. Std. gauge, Plain or 
corg. round flat crimp...65@ 
26 gauge round flat crimp..45% 


24 gauge round flat crimp..15@ 
Square Corrugated. 

StamGara GOuGe . .ccoscec 50% 
DF Es dated ba e.ue genie 35% 
EEE Sheccdcnmaceesaneed 60@ 
SHOVELS AND SPADES. 

Coal. 
Hubbard’s. 
No. A bed Cc D 
1 $16 00 1510 14 45 13 70 
2 16 35 15 60 14 85 1410 
3 16 75 1600 16 25 14 45 
4 17 10 16 385 16 60 14 85 
Post Drains & Ditching. 
Hubbard’s. 
Size A B Cc 
26” .ccoee 123 16 16 46 128 6S 
16” 17 50 1675 16 00 
Be” cesene 17 85 1710 16 85 
Se” sesn<s 18 20 1745 16 70 
ae aaa 18 55 17 80 17 05 
Alaska Steel. 
eee per doz. $3 5 
Long Handle ...... 7 % 00 
SKATES. 
meee. » 
a earing—Boys’ ..... 1 50 
Ball Bearing—Girls’ ..... ‘ 60 
Ice. 
Key Clamp Rocker, Men’s 
and PSR 0 70 
Key ame Rocker, Men’s 
aR 1 03 


Half Key _ ee ptockey, 
Women’s and Girls’..:. 0 96 
SNAPS, HARNESS. 


Covered Spring ........ Add 3 
Judd’s Pattern Add 33 1-6% to ed 
SNATHS. 

Double Ring Bush. da 
Patent Loop, Bush —— $ He 
Patent Loop, Grass. ” 8 75 
SNIPS, TINNERS’. 
Se ae 
DE cartwrtuceradcact foalon 
SE. sbwade stu ackahn wuilesemok 50% 
NE “Redmenscadacdecassccaty Net 


SPRINGS, DOOR. 
Perfect. 


Nos 2 5 6 7 
Per doz. 45c Sic bac 65c 80c 90c 
Reliance. 


ident Medium Hea 
Per doz.. ty 2 40 3 1 
WONOEO ak 06s%0saeu perdoz. 1 65 


SQUARES. 


Tr¥ SPR epee - 
T a SN 2 Hs oe hs wanes - 
60060600046 emd : 00 
Winterbottom wo « rip 2 om , % 
STAPLES. 

Blind. 

 «eceeeded per lb. 21@22c 
Butter, Tub....... ” 16@19c 
Fence— 

Polished ...... er 100 Ibs. 45 

Galvanized .. - " 15 
Netting. 

Galvanized ...per100Ilbs. 6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
PE: Sone ob ona ein 50&10% 

PE MOE ctiasecnnen Gea 35% 


AMERICAN ARTISAN 


STONES. 

Axe. 

Hindostan .-per lb. New Nets 

meee Grit .cce ™ 7 

Washita ....... = ta 
Emery. 

No. 136....0. per doz. New Nets 
Oil—Mounted. 

Arkansas Hard 

TA. Beveaed per doz. New Nets 

Arkansas Soft 

Washita No. 717 - saad 
Oil—Unmounted. 


Arkansas Hard per Ib. New Nets 
Arkansas Soft 


Lily White... = ” 

Queer Creek.. e ” 

Washita ..... ” “ 
Scythe. - 

Black Diamond per gro. New Nets 
Crescent . sae - 
Green Mountain ~~ - 
LaMolle ..... - sy 
Extra Quinne- 

OE coccccee 163 
Red End ..... ” . 


STOPS, BENCH. 


> Bn Morrill pat- 

sa ii thle ik ie ea ae per doz. $11 00 
No, “il Stearns pat- 

cheeseehees ” 10 00 
No. “iS Smith pattern “ 7 00 


STOPPERS, FLUE 


COGRMOR écccsvcccs per doz. $1 10 
Gem, flat, No. 3... 1 00 
Gem, Ne. Lececeses ” 110 
STRETCHERS. 
Carpet. 
Bullard’s .....-.. per doz. $3 90 
Excelsior ........ pa 5 25 
Malleable Iron ... i 70 
Perfection ....... - 6 30 
Pr ree - 4 50 
Wire. 
O. 8S. Elwood, No. 1 per doz. Nets 
O. S. Elwood, No. 2 
SWIVELS. 

Malleable Iron ..... per Ib. $0 10 
Wrought Steel ..... per gro. 4 5¢ 
TACKS. 

Bill Posters’ 6-o0z. 25-Ib. ere 
tera -.--166 
Upholsterers’ 6-o0z., 25-Ib 
SOGER, BOF We cnc ceccecese 15%e 
TAPES, MEASURING. 
Asses’ Skin ....c.ccces List&40% 
THERMOMETERS. 
Tin Case ..... 7 er doz. seeks 1 25 
Wood Back.. $2 12 00 
GME occccves 12 00 
TIES. 
Bale. 
ame Loop, carload 
ES. CF 75&7% 
single Loop, less than 
See, See. maskdencenwa 70&15% 
TRAPS. 
Mouse and Rat. Per gross 


Sore Catch Mouse Traps..$ : 2 
Vim Mouse Traps........ 

Short Stop Mouse Traps. i $0 

Wood Choker Mouse 
WeGGs, 6 BSc cccccsecs 


Sure Catch Rat Traps.... 

Dead Easy Rat Traps.... 80 

Packed in One Bushel Band Stave 
Baskets. 

List per bushel 


Sure Catch Mouse Traps 
(360 TRAPS) cccocscecocs 25 
Short Stop Mouse Traps 
ff. ares 50 
Sure —— Rat Traps (54 
TD sep enegeencenss 60 
Short _ = Rat Traps (54 
EE - debccdvensedeee 3 15 


Assorted Mouse and Rat Traps. 
List per bushel 


Sure Catch (216 Mouse 
Traps and 26 Rat Traps)$4 90 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 4 25 
TROWELS. 
Cement. 
See Bivens oscveses 19 590 
" eS oe 25 50 
TWINE. 
White Cotton. 
Eureka, 4-ply ...... per lb. 30c 
Jute. 


3-ply and 6-ply Bale Lots 22%c 
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VALLEY. 
Formed Valley Galvanized 
DGE Kescacctesseeaseues 0-5% 
ED wks aka eek baka ws 
Galv. formed or roll........ 60% 
VISES. 
No. 700, mane, 
Inches .... 4 5 5% 
eee ‘$11 15 13 00 14 B5 
No. 701. In. 4 5 6 
ree $11 15 13 00 16 70 
No. 1, Genuine Wentworth, 
Noiseless Saw....perdoz. 9 25 
No. 3, Genuine Wentworth, 
Noiseless Saw....per doz. 12 75 
No. 500, All Steel Folding 
GOW cccccccceses per doz. 16 00 
WASHERS. 
Cast. 
Over % in. barrel lots, 
SSeS $6 25 
Iron — Steel. 
In. 5/16 


3% 5% % 
10%c 9%c 1%e 7T%e 7 2/5e 


WEATHER STRIPS. 
‘is ¥-* Stitched. 


is DO Ge Bis cwcoedes $1 80 
7 Ob. wer B00 i... crass 2 20 
Wood & Felt. 

Wie Oe Bee Glasccenace 1 56 
Te Slew DE, EE Dea sirasesvae 1 56 
WEDGES. 

x. per doz. Nets 
Pe sescunseaweons per Ib. Nets 
 cscccecheésuvens perlb. 8%c 
WEIGHTS 
DO Gi conaacrwdae i per Ib. Nets 

Sash—f. o. b. Chicago 
Smaller lots, per ton.... 50 00 
WHEEL BARROWS. 
Common Wood Tray........ $3 00 
BOGGS THIET soccccccsccccess# 50 
Angle leg, garden.......... 5 75 





WHEELS. 
Carborundum ......+..++++> 50% 
TRG no cccccccessececvcsecs 60% 
Wee, BRB. ccces 8 10 12 

Per doz. $5 50 725 8 50 
12-in. heavy hoisting, 
WEP GOB. cccccscceesees $25 00 
WIRE. 
Plain annealed wire, No. 8 
per 100 BBS... ccccccccees $3 20 
Galvanized barb wire, per 100 99 
Pe) seebeskkteersnadnis es 


s. 
Wire cloth — black painted, 
12-mesh, per 100 sq. ft.... 1 90 
Cattle Wire—galvanized 
catch weight spool, per 


100 IDB. accccccccccsccees 10 
Galvanized Hog wire, 80 rod - 
spool, per spool.......... 3 85 

Galvanized plain wire, No. 3, ” 
Wer 100 IDS... cccccccccees 3 70 

WwooD FACES. 
50% off list. 
WRENCHES. 

Coes Steel Handle, 6-in...... 60% 
- ” ” BAR. ccces 60% 
” ” ” eee 60 
= = " BGs cccve 60% 

Coes Knife- Handle, OGlhs occas 60% 

Re ceets 60% 
oni a be ie rer 60% 
sig o = 13-im...ces 60% 
Coes All Patterns............ 60% 
Hutte Handle Pattern. 
o. = Screw Wrench, List 
— ec cececccseesecessss 30% 
No. 60, Steel Handle...... 30% 
WRINGERS. 


No. 790, Guarantee, per doz. 000.8 


No. 770, Bicycle 7 

No. 670, Domestic is 43 50 
No. 110, Brighton .. = 39 00 
No. 750, Guarantee. = 51 00 
No. 740, Bicycle ... ” 48 50 
No. 22, Pioneer “on 35 50 
No. 2, Superb . 25 50 





